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PRONGS BEFORE 
INSTALLATION 


NO NAILS 
REQUIRED! 


PRONGS HAMMERED 
HOME 

re the industry s 7 t Underwriters 
proved Switch Box wh quires no nails 


mount! The notched prongs are simply hammered into the 


wood and the "EAGLE CLAW” bracket locks the box to the 


studding. As prongs enter the wood, they curve away from each 


can't possibly work loose! Due to special compensating 


other 
angle of bracket, box always rests at true 90° angle after prongs 


are hammered in. Feature for feature, nothing touches 
FAGLE CLAW 


these new, money saving APPLET 


Switch Box« Specify them on your next order! 
There are holes at end of bracket 
for the rare occasion when switch box 
must be set on studding at Sold Through Franchised Wholesalers Only 
full length of bracket 
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APPLETON ELECTRIC COMPANY 1701 Wellington Avenue Chicago 13, Illinois [A 
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2 Rely on APPLETON rhe Standard tor Better Wiring opuC’® 


Exclusive SPLIT SECOND TIMING 
Pays-Off COMPLETE PROTECTION 


ECON-ALLOY 
makes the 


difference! 
Exclusive Econ-Alloy 
thermal element gives this 
fuse a unique sense of 


“timing.” When current 
overload is continued beyond 
the safe, pre-determined 


time, Econ-Alloy breaks the circuit 
by changing directly from 


Ma 
SS cut fuse costs 


solid to liquid. The usual plastic a a 
stage is eliminated, insuring ff end needless fuse blows caused 
faster, more accurate ca by temporary or harmless overloads 


overloads eliminate unscheduled down time 


due to needless fuse failure 


instantaneous short circuit protection 


ECON 


DUAL-ELEMENT 
cartridge fuses 


ELECTRICAL WHOLESALERS 


every month, ots FOR EVERY PURPOS, 


tomer my 
n you.f off in complete fuse protec 
Be sure you Can meet the growing ¢ 


heck your stock and don't miss 


single sale ™ ECONOMY FUSE & MFG. CO., 2717 Greenview Avenue, Chicago 14, Illinois 
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TD COMPANY 


;1PMENT 


SQUARE 


rRICcCAt —EQt 


1957 


to a close, it's good to 100k back 
"take inventory-" been 


atifying? 


1957 has 
aspects has 


As another year rolls 
months and 


the past 


over 

a good year, and one of its most 

been the continulny sense of real partnership between our 
It's this kind of mutual! 


distri butors and ourselves.- 
success, and will 


respect that generates 


trust and 
the years ahead. 


continue to do so in 
contribution, our sincere thanks——and 


For your 
and yours-~ 


to you 
A HAPPY HOLIDAY SEASON, 
A PROSPEROUS NEW YEAR! 
sincerely» 
w. J. Moriarty 
WJM: mbw Distributor Relations specialist 
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THIS MONTH IN ELECTRICAL 
DECEMBER 1957 Wholesaling 


THE INDUSTRY S SALES 42 MANAGEMENT MAGATINGE 


13,289 


Print Order This Issue: 


Put on your FEATURES 
thinking cap 
! Times and Trends: ‘‘To Better Profits, Policies and PR’’ 37 
and read 
\ougnts n three subjects of growing mportance ? you 
. Selling Motor Controls in a Big Way Robert S$. Bush 39 
Top communi- That's what Otto Frankenbush, Inc. is doing—and profitably 
cation is the > Everyone Teaches, Everyone Learns 42 
‘ result! Franklin & Smith's in-the-house trair ng is based n that f 4 
16,000-sq ft—All Functional 46 
The story of P. & W.'s long planned expar n that wast pace 


What Does PR Mean to You? John Martin 49 
THE DISTRIBUTOR'S 


TELLING STORY 


DRAMATIZING THE AREA'S INDUSTRY 


SELLING SERVICE WITH A SHOW 

Sound famil- 
A sever page report or how distributors are putting put elatior work 

iar? Check this on Could Only Sell 

. ontractor ou n e 
for constructive Winston N. Coburn 58 
S installment in 4 series on the ABC's { sale training 
ideas. 
The Salesman’‘s Technical Notes J. F. MePartland, W. J. Novak 62 


The subject this month Relay Switching 


Tips On The Code B. A. McDonald 66 


The subject this month: Raceway Fi! Article 300 


Selling Your Importance to Your Customers 
That's what EW is de ng through @ series of ads dramatitzir q your role 


An Index of Articles 


distributor A complete listing of articles appearing in Electrical Whol p 
sounds off to > A Case of “Multiple-itis’’ 82 
manufacturers. That's how distributor George Albiez diagnoses wire ar 
Tradition Is Their Trump Card 90 
30-year veterans of Colonial Electric think highly of their stock-in-trade 


DEPARTMENTS 


Credits and Collections What's New with Your Customers 


Letters to the Editor 6 Chuckle of the Month 92 
New Products 9 Calendar of Events 101 
4 Top of the News 10 People in the News 102 
News for the Industry 8! New Products You Can Use 109 
Business Index 84 Sales Aids 110 


Price Index Book Reviews 


NEXT MONTH: 


“Annual Outlook and Review’’—will cover the 
outlook for product sales and operating costs, 
punucanon will analyze your six basic market prospects 
rut and will review what's happened in wholesaling 
nationally and regionally as 1958 begins. 
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ELECTRICAL 
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GANZENMULLER Credits and Collections 


As the voice of the editors of Elec- 
trical Wholesaling, we'd like to echo 
the holiday message on our cover and 
wish all our readers the merriest of 
Christmases and the happiest of New 


mtridute if 

nt though picturesque paraphra 
F. McPARTLAND wo ‘ Teh" entiment he pi ked 
ip from a musician triend—“*A Cool 
Yule and a Frantic First.” You read 


the oddest things in ill re 


In the spirit of giving, 


1 
th 


e “Selling Motor Controls in a Big 
helptul anal that w 
tell you o's Otto | 


e “kveryone Teaches, Everyone 
Learns” —a point-by-point d 


CTRI¢ OLESALING 
ELEC ZAL WHOLESALIN “What Does PR Mean to You? 
Whol ‘ sale vords may make you wonder t 


DECEMBER relauion 


thinking 


“If Contractors Could Only Sell.” 


It mut think th one 


STOCK GENERAL ELECTRIC 
BALLASTS. pet your! share 
of the growing ballast re 
placement market 
G-E Ballast Servi 


you can give yout 


Position and 


6o n onnection must be indicated on sub 

ers better service by mak cription order “A Case of Multiple-itis.” 
ing mmeciate off the shelf recen nion of tl 
replacement of in- warranty 

ballast failures and pave 

the vay for boosting 


normal ballast replacement 

sales, too. Call your local 

G-E Apparatus Sales Office 

for more details about this 

lo end on a cheertul note, | 


the text of a wl isles ount 


“Everyone here 


plan General Electru 
Company, Section 401-49 


Schenectady 5, N. Y cent! 
brings joy—some by coming in; others 


by leaving.” 


ELECTRICAL WHOLESALING—December, 1957 


| 

4 

} 

DID YOu 

| 

W 

ROBERT S. BUSH 

A, \ JOHN MARTIN 

AB FURMAN 

(WAR EMER td 

> 

( 

| 
B. SHAW, Advertising M 

} 

2 | sever! 
JAMES § yLEMAN nu men h 

\ tributed treel ol th expel to 
\ HARIES F MINOR. J 

/ form the ce of th ‘ nit ou ll 

\ - A. HUBLEY find 

¢ \ C. ALCORN 

| f 2 HO ANT 

\ POWELI bush, in iccesstul moving 
‘ 

J FORGE MILLER this profitable product (page 39) 

\ 

DeWEERDI A 

fon mall bu il ali 

ius wbs. (see pave 42) 

car 

tails on tt nating il 

OU MEE, turn to pave 49 

cant col 

aa vripe sheet oure wrong. It not onl 

il p som ! ont 

tome! horteor hut 
il man J ‘I en na 

cinted 

n th it ‘ etter 

Att 
ti 
4 | 

hat 
ee | th 
3 } bu 

| 

4 


... that job calls for 
COLUMBIA 


the new FLEXIBLE 
LIQUID-TIGHT 
ELECTRICAL CONDUIT 


re ical plants nact hops ting plants food plants 
brewere mstaliator na td biect to moisture 


| FR | IT’S SUPER FLEXIBLE! 
Because it bends easily t nall diamete i because it fits the tightest 


MOLDED ON VINYL JACKET corners and most irregular shapes, Flex Seal is ideal for wiring on machin 


tor for pumps towe tdoor amusements 


eet the s! adverse « 


grease ibrasives, and 


(not a sleeve) 


IT’S ECONOMICAL! 


FITTINGS GRIP SECURELY 

VIBRATION PROOF 


FREE 


Write for somple and through Mact through 
specificotions brochure 


& ELECTRIC 
255 CHESTNUT STREET 


December, 1957-—ELECTRICAL WHOLESA,ING 5 


7 | 
a’ 
> 
> 
\ IT’S LIQUID-TIGHT! 
e944 
coolants, salt air, corrosive fume hemica 
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LETTERS TO THE EDITOR 


Your customers Con and Pro 


Dear Sir 
can't afford to cut, ’ We are very much tn accord with 


your editorial page in the November 


ream and thread | WHOLPSALING. . . The 
i inst section Your No | Need a 


Poli ) is especially enlightening 
conduit by ha = pe In the second section of your page 
aa to small business, we construc 
like the idea of new scl 


lat may be proposed by the 


vernment for small busi 


New 5s ic will cause additional 
bureaus created, further en 
largine and centralizing our Federal 
Government. Our opinion is that small 
busin ould do quite well, if per 
mitted healthy climate in which to 
operate 
P. CHRISTENSED 
11D-PLORIDA SUPPLY IN¢ 
Capacity: 
“%" to 2” pipe, 
conduit; to 12” e We concur with reader Christensen 


FLORIDA 


with geared tools; that the le bureaucracy the better 
Y," to 2” bolts. Hlowever, we lo feel the federal gor 
ernment could without necessarily 
addin to the nation’s overhead or 
centralization—_find ways to make the 
data it gathers at taxpayer's expense 
more readily useful to small business 
fetually, the amount of helpful infor 
mation currently avatlahle more 
than the average small businessman 


ould Stu pect 


Powerful Policy 


Dear Su 
A few months ago we noticed a pic 
ture Of a counter area in one of your 
articles in which the wholesaler had 
written a statement of their policy to 
sell exclusively wholesale 
powers hand tools eee We would like very much to contact 
. this wholesaler for the complete copy 
saves time and work! of this but have misplacea the tssuc 
= this appeared in 
hreading is so much easier, faster when this stout little Can you help? 
power drive turns conduit or rod for hand tools, Easy G. P. MARSHAL! 
hand-action Speed Chuck holds tight forward or reverse. . 
KINGSPORT, TENNESSEE 


atures at give your customers mos 
ull of features that g your customers most 


time and work saving for their money! Order today. who've inquired about this sales policy 
here is the statement as pictured ot 
. the sien (EW June 57, p. 63) 

The Ridge Tool Company, Elyria, Ohio, U.S.A. 
vy. lo contractors we sell only to 
those whose chief husiness is doin 
electrical work for others on a con 
tract or on time basis in compliance 

with city and state laws. To industry 
we sell to those who regularly carr) 
on their payrolls maintenance men to 
do electrical work or to those who use 
electrical material in fabricating their 
we sell to pul 


Continued on page 99 
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NEW PRODUCTS 


Bus Ducts 


outdoor! 


Ultraviolet Lamp 


Breakers, Switchgear 


i Breaker ¢ 
Phi idelphita Pa 


kK 
(yt) unit 


OO-amy 


mip 


Outlet System 


llectric ¢ 


Service Entrance Sleeve 
la per Blackhurs ( ry e-lo erminal 


ent 


cme dl 


Duplex Receptacles 
Lagle | 
I’ 


Motor Starter 
le Natt nal ( 
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TOP OF THE NEWS .... and its significance to you 


Albiez Analyzes 
Wire & Cable Ills 


NEMA Members Told: 
Face ‘Facts of Life’ 


PR: Rx for Complexes 


Boost for Building 


24 Wholesaler People 
Win Lighting Awards 


Institutional 


At the recent NEMA convention, distributor George Albiez’ frank 
appraisal of problems plaguing the wire and cable industry concluded 
with this advice to manufacturers: “Streamline your product selec- 
tion, your sales policies, terms, conditions of sale and warehousing 
policies. Make use of the full-functioning wholesaler—help him by 
assisting in the beaming of his sales personnel so that they can sell 
quality instead of price. Let him perform your local market ware- 
housing function.” Turn to page 88 for more excerpts. 


The electrical industry must receive fair prices for its products, Mark 
W. Cresap, Jr. of Westinghouse Electric told NEMA members (see 
page 96) . . . Otherwise the industry’s ability to support research 
and development—and to produce more, better and less costly prod- 
ucts—is threatened. News for the Industry (page 81) gives the 1958 
outlook for capital spending (and R&D) in all industries—with 
emphasis on electrical. 


Three examples of distributor PR techniques, in a special section 
beginning on page 49, attest to the “power of positive public rela- 
tions” in solving many situations. And EW’s own PR campaign of 
“Selling Your Importance to Your Customers” is shown on page 68 


Washington experts see bright prospects for residential building in 
1958-—one-million-plus private starts; and new construction outlays 
of $49.6 billion, 5% above 1957, with physical volume of work 
second only to 1955. Watch January EW for details 


Prize winning installations in the 1957 International Lighting Com- 
petition electrical wholesale distributor division will be the subject 
of an EW series in 1958. The prize winning contestants in each clas- 
sification and their company affiliations are as follows (*indicates 
joint entry with contractor, utility man, etc.) 


First prize: Fred C, Kirshobel, San Francisco Lighting & Supply Co., 
San Francisco; second: *Max E. Wilson, Consolidated Lighting Pty 
Ltd., Brisbane, Queensland (Australia); t/iird: Chris Borkholm, 
Graybar Electric Co., Inc., Dallas 


First prize: L. E. Mirus, Efengee Electrical Supply Co., Inc., Chicago; 
second; Harold Danchik, Rogers Electric Supply Co., Dallas; ted 
for third: *Edwin Schnoll, Standard Electric Supply Co., Milwaukee, 
*L. U. Marshall, General Electric Supply Co., Waco, Tex., and 
William Huyck, Westinghouse Electric Supply Co., Des Moines, 
honorable mentions: *B. R. Bunn, WESCO, Milwaukee, and Gil 
Stadeker, Triangle Electric Co., Chicago 


First prize: Victor L. Kochajda, Frank C. Teal Co., Detroit, second 
Bernard EF. Weigel, W. A. Roosevelt Co., LaCrosse, Wis.: tied for 
third: Frank J. Dennehy, George H. Wahn Co., Boston, Ralph T. 
Franco, GESCO, New York City, and Laurence F. Chase, Twin 
State Electrical Supply Co., White River Jct., Vt 


First prize: Norman Pattee, W. T. Foley Electric Co., Kansas City 
Kan.; second: *Dan Jones, Richards Electric Co., Cincinnati 


First prize: Howard J. McCullough, WESCQO, Cleveland, second 
K. E. Taylor, WESCO, Amarillo, Tex.; tied for third: *Hammond 
Gelman, Downtown Light & Fixture Co., Philadelphia; and William 
Huyck, WESCO, Des Moines 


First prize: Mrs. Edna P. Fortier, Electrical Supply Co., New Orleans; 
second: *Carl R. Butterfield, Butterfield Electric Co., Cedar Rapids, 
lowa; tied for third: Albert Schramm Torres, Coast Electric Co., 
San Diego, and Daniel W. Greenfield, Reliable Electric Supply Co., 
Newark, N. J 
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Industrial 
Store 

Office 

; 

Outdoor 
Residential 
10 


Here is a complete and low priced line of D-LUGS 
are more compact and heavier in we ) opera 
tion ‘r more severe loads, while sasier to install 


Only seven sizes accommo | ) CM 


FEATURES: « Rugged construction 
* Made of high conductivity copper alloy 
* Suitable for all purposes 
* Variable, each connector takes wide range 
* Exceptionally compact 


* Reusable 


Write for detailed information and prices! 


\YDOSSERT MFG. CORP. 
345 Hur jrooklyn 7 iv il] principal cities 
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“Splendid 
volume and profit 
builder” 


Vie Lanford is head of the Service Elec more than 30° year in a four circuit 
tric Supply Company, well-known di tandardized section 


tributor of Frank Adam product of “Switche ised in these a) inelboard we 
Lauderdale Ila 


also point out, are of the quick-make 
Like other Mr l, inford h i found and quit k bre ik type with double break 


Frank Adam LNTP switch and fuse contact Ratings of the switches are 


type lighting panelboard i profitable 10 amp 250 volt 


item to stock ind promote **Door-in-a-door construction laminated 


witch blades made of genuine pho phor 


‘The reason 
eat spring bronze with are snuffers to reduce 
When acu tomer a fora witch ind 


fuse type panelboard ‘ Mr 


and prevent burning of contacts, se 


; quence bu ing and cross bars to adjacent 
Lanford we always recommend Frank 


Adam panelboard 


ingle pole switches for two pole or three 

wire branche re er features that 

“We found from experience that these make these panelboard yutstanding in 

panelboards do an excellent job— that our opinion. Too, they are approved by 
ill other Frank Adam product the Underwriters Laboratories, In 


ire i le in 
iit if | nd y in 


these pane boards have been 


give long-lasting and _ tre uble-free 
: a splendid volume and profit builder 
service and require le maintenance 

which explains why we promote them 


“One of the big features of these panel so strongly. 


boards that we stre to our customers Mr. Lanford is so right. Wholesaler 
is that they combine single pole plug who want to add to their volume and 
fuse and z ity tumbler switch, profit will find great potential in Frank 
which has been proven in actual use for Adam LNTP and other panelboards 
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Frank Adam LNTP 
LIGHTING PANELBOARDS 


LNTP SWITCH 
AND FUSE TYPE PANELBOARD 


see 


aa 


} 


\ 
J 


ala 
@@ 


:@: 


it 


FRANK ADAM ELECTRIC COMPANY 


equipment 
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HELPS YOU GIVE 
=TTER SERVIC 


General Cable Corporation’s modern Distributing 
Center System backs up its Authorized Distributors 
with extra service and extra stocks Distributing 
Centers are strategically located throughout the na 
tion to help Authorized Distributors get more business 
and better serve their customers, with lower operating 
costs. This Distributing Center System is supported by 
21 manufacturing units and a proved method of stock 
control designed to assure prompt availability of Gen 
eral Cable products. A sales organization of experi 
enced representatives is always available to serve the 
Authorized Distributor and his customers. For quality 
and service, it pays to be a member of the General 


Cable team 


AVAILABILITY: 


If you’re an Authorized General Cable Distributor, 
substantial wire and cable stocks in a nearby General 
Cable Distributing Center are readily available to 


supplement your own inventory 


LOWER COSTS: 
Special and slow-moving items of wire and cable are 
carried in the Distributing Center for you, reducing 


your inventory and costs of operation 


GENERAL CABLE CORPORATION 
420 Lexington Avenue, New York 17, N. Y 
Offices and Distributing Centers Coast-to-Coast 


C- 


for quality and service... G R A Cc ba E 
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...in the preferred color for home lighting 
...expand the fluorescent lamp market 


..-provide new high-profit volume easier and faster! 


Over-the-counter fluorescent lamp 
business will be major profit-and 
volume business for retailers with 
Sylvania’s new Home-line’’ fluo 
rescent lamp 

This important merchandising de 
velopment standardizes residential 
fluorescent lighting eliminates 
consumer confusion by making 
Home-line lamps in one right-for 
the-home color only 


Equally important, it simplifies the 
sales efforts of retailers reduces 
their stock needs to just one color in 
the few best-selling sizes assures 
customer satisfaction that means re 
peat business on a big-ticket, high 
profit item 

Put a supply of Sylvania “Home 


line’’ lamps in the hands of every one 


of your retailers. Show them the new 
packaging, the new display material 


Abbreviation 


. Bi-Pin 
. Bi-Pin 
. Bi-Pin 
. BEPin 
. B-Pin 
. Bi-Pin 
. Bi-Pin 


CIRCLINES 


FIST 8/WWX 

FISTI2/WWX 
F20712/WWX 
F25T12/WWX 
F20T 8 /Wwx 
F40T12/WWX 
F40T12/WWX /RS 


FC 8T 9/WWX/Rs 
FCIOTIO/WWX/RS 
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the new “Home-line’’ etch that will 
make thi new Sylvania line 1 profit 
item for you and your dealer 


SYLVANIA 


.. . fastest growing name in sight! 


LIGHTING RADIO ELECTRONICS 
TELEVISION + METALS 4 CHEMICALS 


HOUSEPOWER 


\ 
Home-line) ) 4 
A 
“a 
‘ 
SYLVANIA ELec tric Propucrs Ine 
Lighting Division, Dept. 71 12 
HO ton treet slem. Ma 
IN CANADA 
he or hu j VJ 
HOME-LINE 
Ordering Std List 
Watts Bulb Bose Price 
T-8 18" Med 
15 1-12 18” Med 
20 | 24" Med 
25 33" Med 
30 T-8 36” Med 
40 T-12 4s" Med 
32 T-10 12” diam. 4-Pin 12 3.60 
40 T-10 16" diam. 4-Pin 12 4.70 
's 


Drye: te 
JOA 250V 


No, 606 


50A 250V 


Available in 
Black or Ivory 


MADE RIGHT 
TO BE 
RIGHT ON 
DEPENDABLE 


THE JOB 


ROYAL DOES iT AGAIN! 


YEARS-AHEAD DESIGN BRINGS You 


NEW ROYAL RANGE AND DRYER RECEPTACLES ; 


ALS 
WITH EXCLUSIVE TERMIN: 


ste of 


ROYAL ELECTRIC CORPORATION 


PAWTUCKET RHODE ISLAND 


OVA Ric 
A. 


Grip’ Terminals 


ve your customers eas 
ntact space tor taster sorter wirint 
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Specify PHELPS DODGE 
HABIRITE-INSULATED 


Phelps Dodge Armo-Lok cable with Habi Far greater resistance to ozone found 


rite (butyl rubber) insulation——a companion around high voltage equipment 


to Phelps Dodge Varnished Cambric insu 


har greater mechanical toughne 


lated interlocked armor cable——is more than 


“just another interlocked armor cable.” fetter electrical properti« iflording a 


greater safety factor in Operation 


Habirite —developed through years of Phelps 


Dodge experience in the design and manufac Highest uniformity due to controlled uni 


ture of high voltage cables IS a specially formity of raw material 


engineered butyl rubber compound. I[t far 
* 7 


surpasses any other type of rubber insulation 


for dependable service. See your Phelps Dodge distributor for infor 


miaition on complet \rmo- Lol tem. kor 


Habirite offers these distinct advantage 


catalogue and specihcation data on Habirite 


over other rubber insulations: 


or Varnished Cambric tmsulated Armo-Lok 


Kar greater resistance to heat and oxidation cable, write Dept EW 12, hie ly) Dodve ( ‘Oppel 


with consequent higher temperature rating Products Corporation, 300 Park Avenue, 


New York 22, N. Y. 


SIZC and cable cost 


PHELPS DODGE PRODUCTS 


CORPORATION 


SALES OFFICES: Atlonto, B 


and lower conductor 


iow New 
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protects this roof from 


moisture leakage 


vibration damage 


All Blackha 
ture this new synvrollash 
rool tlashin that at 
the collar area. 
ave shingles or vive 
Synrotlashin 

tant. Wont 
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How to make money 


foot atter foot. 


Selt-dispensing Carton with Inventory 
Keeper to minimize waste 


Color-coded Labels to instantly identify 
insulation—red and white for neoprene, 
black and white for rubber 


Foot-atter-foot Imprint shows ataglance 
the gauge, number of conductors and type 
of insulation 


Why settie tor tess? 
When you call for cable, calli for Carol 


CAROL CABLE COMPANY 


Division of The Crescent Company, Inc 


Pawtucket, Rhode Island 


9 
ak 
Ma 


~ 


= 

INDOOR OPERATION 

Constant wmattawe 

apor Lan p 
“re 


and 


1000u 


1000u 


indoors or out--Sola offers the widest line of 
constant-wattage mercury lamp transformers 


Constant wattage transformer ive fast becoming the ipplications even two-lamp transformers for opera 
generally accepted standard for mercury vapor lighting tion of H-5 250-watt lamps and H-1 400-watt lamp 
Indoors or outdoors, there 1 Sola Constant Wattage Write for Bulletin MY-211 for Indoor Application 
Mercury Vapor Lamp ‘Transformer available for ever Bulletins MV-219 and MYV-244 for Outdoor Application 
popular lamp size used in commercial and industrial ER 


Sola Electric Co 
Regulating Regulating 


OUTDOOR OPERATION 


mat 
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Yes, there’s lots to like in Burndy Hylugs 


now packed in the new foolproof, faster, flip-top box! 


Wire, Hylug and stud sizes clearly marked on 

every box. Separate color-coded boxes for Hylugs 
and Hylinks. No more fussing, fumbling in your kit! 
Flick out the Hylug flip-top box, flip open the 


VA tere TYR men, 


¢ 

cover make fast, dependable Burndy Hydent . V 

connections — indent on any side of barrel : 

controlled by the easy-to-use Burndy Hytool. Available y 

in the flip-top box thru No. &. In sturdy corrugated +“ 


boxes up to 2000 MCM. Buy them today! 


NORWALK, CONNECT. + SCARBORO, CANADA 


ty 
() are 
67.16 


RESCENT 


HYVOLT SHIELDED POWER CABLE 


CONDUCTORS HYVOLT 
INSULATION on 


TAPE RUBBER- NEOPRENE 
CONDUCTOR 
SHIELDING SEMI-CONDUCTING FILLED SHEATH 


TAPE TAPE TAPE 


For More Amperes Per Dollar of Installed 


ADVANTAGES 
6. 


7. 


4. 8. 


CRESCENT HYVOLT insulation is made from butyl rubber which is inherently resistant to ozone, 
heat, moisture and aging. HYVOLT is formulated and processed so as to retain these inherent charac 
teristics of the butyl rubber and at the same time provide excellent electrical and physical properties 


The insulation is protected during and after installation by an outer neoprene sheath providing 
a maximum degree of toughness, durability and long life. It is flame retarding and resistant to the 
riorating effects of morsture, sunlight, o7one (corona), ol, grease, and many acids and alkalies 


HYVOLT Shielding provides additional internal 
and external protection in these THREE WAYS 


2 3 


RECOMMENDATIONS 


CRESCENT SHIELDED HYVOLT CABLE ree Specify CRESCENT SHIELDED HYVOLT POWER 
ommended for use in conduits, underground ducts, in CABLE for general power circuits and where severe 
wet or dry locations, or buried directly in the ground, conditions are prevalent such as chemical plants, re 
for circuits operated at over 4000 volts and in accord fineries, paper mills, mines, sewage disposal plants, et 


ance with LP.C.E.A. recommendations. Available in It is approved as Airport Lighting Cable Type B, CAA 
single conductor or mult conductor cables Specification L-824 


CRESCENT INSULATED WIRE & CA 


TRENTON 5, N. J. 
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Keep your sales curve 
with Columbus. 


BRAND 
CONDUIT FITTINGS 


They're easier to sell because they're easier to install. For years the jobber, 
the counterman, the truckman, the electrician all have preferred Colum- 
bus brand products because they're properly gauged, carefully chamfered, 
perfectly reamed, rigidly inspected, conveniently packaged and labeled. Be 


sure your stocks are adequate and sales will take care of themselves 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., OF COLUMBUS, OHIO 


PIPE COUPLINGS « PIPE NIPPLES «© ELBOWS, RIGID & E. M. T. 
RUNNING THREAD «+ GOOSENECKS + WALL PLATES 
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Okocord flexible cables have proved their ruggedness and de- 


ox pendability on tough, demanding applications like this open 
hearth charging buggy that must operate around the clock, 


Steel mill service... proof that your customers 
will be satisfied when they use Okocord portable cables 


The charging machine above is controlled by Oko tread toughness and extra flexibility that come from 


lexible cable They have to withstand cor in being cured in a continuous metal mold. The Okocord 


heat and abrasion. And they re wound and unwound conductors have maximum flexibilit hecause the 
about a small reel every time the charging arm ire made of fine copper wires twisted together with 
ente! the furnace literall hundreds of time i short lay 


! | Add to this Okocord ur elected, tough 


Oo matter what kind of operation our customer neat-resisting insulation and Okonite reputation for 
have it wall pay them to remember that Okocord Iperior engineering and mianulacture and you 
are used for tough applications like this because ee why you should specify Okocord for every tough 
they've been proved in service in steel mill ind portable cord and cable application. Get detail 
in every other kind of plant. The rugged Okoprene from your Okonite desman or write for Bulletin 
heath has superior flame resistance plus the tire WH-451 The Okonite Company, P ic, IN. 


where there's electrical power... there's K j TE CA B L E 


4810 
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on every Factory Assembled 
Set-Up Box you 
install with... 


on Adjustable and Solid 
kar hangers 


Assembled ...Ready For The Job! 


It costs you 12¢ at average labor rates. to have 


your men assemble al bax on a bar You can buy 


AVOID THESE COSTLY STEPS ON THE the same box and bar factory assembled for an as 
sembly charge of about 2¢. You save 10¢é on every 
JOB BY USING RACO SET-UP BOXES! ap | 


set up box you install a substantial dollar Say 

to add to your profit 

YOU CAN'T ASSEMBLE 
Remove centerKOin 2 Loosen stud set. Remove stud FOR 2¢! 


ALL-STEEL EQUIPMENT INC. 


Avrora, Illinois 
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Diamond DTX* Non-Metal 
lic WHITE Sheathed Cable 
Non-sticking, smooth and 
easy to pull, ¢ lean to handle 
floes not flake oft! 


PREVENTIVE MAINTENANCE gets top 
priority from industrial management so when the job calls for 
an industrial application of Portable Cord, specify the 
product with “builtin’ PM! Diamond Portable Cord and Red-D-Prene' 
assure the industrial user maximum protection against 
costly downtime caused by cord failures. The tough, oil and 
abrasion resistant sheaths give long wear, reduce maintenance Costs. 
Red-D-Prene, first portable cord produced in Industrial Red, 


is readily identified thus minimizing accidents 


WIRE and CABLE Company 


Sycamore, Illinois 
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Raintight Clampmatic Vacu-Break—a fusible or nonfusible 
switch completely weather -proof. Ratings from 30 to 200 amps, 


Junior Clampmatic Vacu-Break—a high-quality, fusible, 
general purpose switch. Ratings range from 30 to 600 omps 


Master Clampmatic Vacu-Break— unequaled for quality, 
dependability and performance. A fusible or nonfusible heavy- 


duty disconnect for applications up to 1200 amps 


Profit from these 3 Clampmatic Vacu-Break safety firsts! 


Three exclusive safety firsts are the mark of all BullDog switches. 
They assure top performance ... bring exfra protection and 
longer life . .. bring you rapid turnover, more profits 


Vacu-Break” arc control, for one, smothers arcs instantly 
minimizes burning and pitting. Unique Clampmatic” action pro- 
vides bolt-tight contact pressure. And the dependable BullDog 
switch mechanism guarantees positive switching 


In every way—for any switch application, one of BullDog’s big IF IT'S NEW. IT'S DIFFERENT. IT'S BETTER IT'S 


3 safety switches will meet virtually any customer requirement. 
For complete details see your BullDog field engineer or write BUl i DOG 
us direct. HEPCO 

ELECTRIC PRODUCTS COMPANY 


BullDog Electric Products Company, Detroit 32, Michigan + A Division of I-T-E Circult A DIVISION OF 1-T-£ CIRCUIT BREAKER COMPANY 


Breaker Company + Export Division: 13 East 40th St., New York 16, N.Y. In Canodo 
BullDog Electric Products Co. (Canada), Limited, 80 Clayson Rd, Toronto 15, Ontario 
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Supervisor checks the cable where it makes an “SS” curve 
Thin tubing overhead is for mine's pneumatic blasting 
system 


Shuttle car unloads itself with built-in conveyor. Notice 
twisted Tiger Brand cable above man's head 
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with TIGER BRAND,” 


—says Master Mechanic of a large Pennsylvania mine 


bp mine shown here is clean and 
modern, but it has just one purpose 
to produce coal at a profit under safe 
working conditions. ‘The mine has about 
30 miles of trackway, and produc 
about 4,500 tons daily. About a dozen 
shuttle cars are in constant use, between 
rail heads and working faces that are 
frequently 100 to 200 yards apart 
The shuttle car electrical cable takes 
i terrific beating. The car often takes a 
circuitous route, and the cable is pulled 
tight around the corners of standing 
coal while it is reeled and unreeled 
without stop for the entire shift 
The Tiger Brand cable has outlasted 
the previous cable by a considerable 
margin. This is partly due to our 
“Bridgewall” construction, which ac 
tually puts a heath of live jacket rub 
ber around each conductor. Even when 
the cable is kinked or smashed, the 
conductors are protec ted by a thick wall 
of the toughest jacketing compound 
available in the industry 
The other factor that contributes to 
long trouble-free life is the dynamically 
balanced rope lay conductor Concen 
tric stranded wires of the ideal size a Workman ties up cable. Spring-loaded strain reliefs are used when possible 
opposed to loosely bunched groups of Tape on cable prevents it from slipping through the relief 
fine wires--are carefully prestressed to 
give balanced performance and freedom 


Shuttle car makes return trip. Cable feed center is out of picture 100 yards of 
from unequal elongation between con 


so to the left, near the rail head 
ductor 
Tiger Brand cable isn't cheap but 
it’s a good investment for any company 
that needs long, hard service. See your 


American Steel & Wire salesman 


AMERICAN STEEL & WIRE DIVISION 
United States Steel, General Offices: Cleveland, Ohio 


VBIA GENEVA TEE Div AN FRAN 
PACIFI As! KiB 
N A rift ALA 


MPANY NEW YORK 


USS TIGER BRAND ELECTRICAL WIRE & CABLE 


a standard Tiger Brand cable for every special job 
* Asbestos Wire and Cable « Varnished Cambric Cable 
+ Mold Cured Portable Cord * Interlocked Armor Cable 
* Shovel & Dredge Coble + Special Purpose Wire & Cable 


+ Paper & Lead Cable « Aerial, Underground and Submerine Cable 


UNITED STATES STEEL 
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There is no better way 
to boost mousetrap turnover 


Product improvement like the time honored 
‘better mousetrap” is One sure way build volume 
by holding present customers and getting new ones 

National Electric’s continuous program of research 
and product development helps to make sure that NE 
products are most acceptable to architects, engineers, 
contractors and industrial users 

Here are just a few of the new products and product 
improvements made by National Electric in 1957: 


Formula MVC Ia new coating for Sherarduct conduit 
Power Jack, PJ 100 newest Benfield Bender 


Large capacity floor-type Telephone Service Fittings or under 


floor raceways 
Adjustable Junction Units for Headerduct under floor raceways 


Tuffcote Tree Wire... New Building Wires... Cathodic Protec- 
tion Cable. . . Special Mining Cables... Wrought tron Conduit . 
Baseduct ... Twinduct .. . Non-gangable Switch Boxes . . . Socket 
type Pressure Lugs... type ‘‘H'’ Nepcoduct and Fiushduct under 
floor raceways. 


National Electric Products 


PITTSBURGH, PA. 
2 Plants 12 Warehouses «+ 41 Sales Offices 


ae 
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POWER GROOVE 


AND 


VHO LAMPS 


, RAPID START—-VHO AND POWERGROOVE HIGH POWER FACTOR—60 ¢ 


Mominai | Mate? Lies DIMENSIONS IN INCHES 
Lamp Lamp Corewit Input 
Type Voltage Wotts Length | wiath | | Mounting . 
|= 
LAMP for Temperatures 50° F and Above) 
(1) F200 12 " ' 
| 2 | 151 | 22 | 247] 390 | [2% | 16% 


TWO LAMP tfFo, Temperatures 50° F and Above) 


) F48PG17 oF 
(2) F100712/ 107 1.51 118 | 22 247 | 280 | | 3%. | 2% | 16% RQ8-2$102 
RS/VHO25 
(2) F96PG17 oF 
(2) F72P617 or 
(2) F200712/ 200 1.5t 118 | 40 470 | 525 | 16%, | [2% | 16% 
RS /VHO25 
TWO LAMP ifor Temperatures 0” F. ond Above! 
(2) F100712/ 107 1.5% 18 | 22 247) 390 | 16%, 3%, 12% | 16% ROC-28102-CW 
RS/VHO25 
(2) F72P617 or \ RQC-2$200-CW 
(2) F200T12/ 200 1.5t i18 40 470 590 | 16'%, | 12% 16% ROC-2$201-CW 
RS/VHO2S 


{VHO25 lamps operate at | 25 amps 


ADVANCE now offers a complete new line of bal ADVANCE VHO and Power-Groove ballasts are 
lasts for utilizing the maximum light output of VHO the result of continuous research by our Product En 
and Power-Groove fluorescent lamps. These ballasts gineering Department to design compact ballasts for 
have been specifically designed to give cooler, quieter lighting fixtures and still maintain the high quality 


and more efficient operation of these new lamps you expect of ADVANCE ballasts. Send for details 


The Hea ad of the Lighting Industry 
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Outdoor lighting from one responsible source — 


Widest line of matched lighting fixtures 
simplifies ordering, billing, pricing 


Here are the facts of light: Revere’s catalog list By ordering from one source paper work is mini , 
the industry's widest line of matched outdoor lighting mized. Billing is simplified. Complete pricing informa } 
equipment from poles to floodlights to street light tion is found in a hurry 
to airport lighting And too, a catalog full of al/ types of outdoor light 

From one responsible scurce you order for your ing fixtures provides quick, accurate answers to yout . 
customer's need with shipments scheduled for your customer's lighting problen 
customer deadline bixture are matched to fit 
together Wing your customer time and money 


Write for catalog covering Revere s complete 
line of matched outdoor lighting equipment 


Revere Eleciric Mfg. Co., 6009 Broadway, Chicago 40, IIl., UPtown 8-7100 


feastlable in Canada thru Curt ne, Leaside, loronta, Ontario 


OUTDOOR LIGHTING: Industrial Commercial Service Stations Streets Sports Airports Shopping Centers 
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QUICK, CLEAN CUTS WITH THE 
NEW SLIPKNOT PLASTIC CUTTER 


NOW a new, exclusive, patented 
tape cutter, developed by Plymouth 
for sure, easy cutting, is packed 
FREE” in every 66-ft. can to cut 
without waste, even in the tightest 
spots! Plastic, non-conducting 


ELECTRICAL 


SOLD OMLY ALWAYS HANDY ~- PACKS IN CORE! 
THRU 


RECOGMIZED “Limited time offer 
WHOLESALERS 
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66 FOOT ROLL NO MORE OF THIS! 
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W NOW CUT CLEAN, QUICKLY! 
Ya 
TAPES 


Beaten 


MEANS INCREASED SALES FOR 


AT LAST . . . a vinyl electrical tape your customers know they can depend on! A new 
’ compound, new processing methods, make new SLIPKNOT #7 superior to any plastic 
tape they’ve ever known! 


New additive ZF-90* inseparably fuses special adhesive to vinyl base; they cannot come 
apart, and therefore will not dry out. This is total adhesion, making splicing easier, swifter, 
surer than ever before! 


Thus Plymouth creative research has developed a plastic tape that will, with only mod- 
erate tension, pull down tightly and hold permanently on every job, without creeping or 
thinning, untroubled by field conditions under which ordinary plastic tapes often fail. 


New SLIPKNOT #7 has a wider temperature working range, too, than other 
plastic tapes. ZF-90* makes the difference. This new tape has successfully passed the 
most rugged laboratory and field tests ever devised. It will exceed all of your cus- 
tomers’ requirements. 


New SLIPKNOT #7 is tough — abrasion-resistant, yet resilient and easy to handle, mold- 
ing totally around any job. It permanently resists the attack of water, acids, alkalies, oils 
and corrosion. And just one .007” layer has a dielectric strength of 10,000 volts! 


Your customers won’t settle for partial protection when they can get total adhesion 
with new SLIPKNOT #7 PLASTIC ELECTRICAL TAPE. Don’t wait another day 
to stock it. 


¥Piymouth’s new polymeric additive for total adhesion 


We're sending a full-size roll direct to your customers . . . with your compliments! 


T he most ambitiou ampling program in tape receive a 66-foot roll of new Slipknot 27 
history is going on right now! Within the next with a message clearly stating that if with 
0 days, every registered electrical contractor, the compliments of his local distributor ind 
every public utility purchasing agent and in directing him to order his regular supply 


United States will from you! 


dustrial electrician in the 


Write, or phone or wire collect, to 


DIVISION 10 


PLYMOUTH RUBBER COMPANY, INC. 


Makers of SLIPKNOT FRICTION TAPE 
CANTON ,MASSACHUSETTS 
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SLIPKNOT PLASTIC ELECTRICAL 


Thickne 007” 001 
+ 
‘ 25 Ibs 
ensile Strengtt ach widtt 
7 + 
longatio t Bree 
Elongation At Break 
Adhesion to Highly 0 oF 
Polished Surface nch width 
= + 
Adhesion to Backing 
neh width 
+ 
Transter of Adhesive | None 
+ 
Moisture Vapor a 
Transmission 9q. if 
74 hours 


Data given 


represents 


ac? St 
910 001” Dielectr strength 
ASTM Method 
10 Ibs Power Factor at 


neh widtt 60 Cycles 


150 Power Factor at 
minimum 10¢ Cycles 

10 6 Dielectric Constant 
noch width at 60 Cycle 

78 07 Dielectric Constant a 
nch width Cycle 

feone nsulat Re slance 
19 gms 

Electrolytic Corrosior 
100 sq. in 

24 hours 


averages and should not be 


TAPE 


Not Affected 


Sg 


12,000 volts 


Sunil ght weather Not Affected 


nimum minimum 
+ + 
Corrosive Effect or 
7 7 Electrical Conductor vone None 
| 
.03 Resistance to Water Exce t Excellent 
+ 
12 tance toaA Excellent Excellent 
| 
+ + + 
t 
| 3 Resistance to Alkalie Excellent Excellent 
+ + 
06 000 | 500,000 
Resistance to Oils scellent scelien 
+ 
Resistance to hg 
ms llen acellen 
1.0 at Room Temperature Excellent t llent 
taken as maximum or minimum for specification purposes 


MODERN PACKAGING FOR ECONOMY AND CONVENIENCE 


PLASTIC 


evacr@micar 


TAPE 


No. 3201 ¥,” x 66’ roll in 
the handy individual can, 
with free cutter packed 
inside. 


Packed: 144 rolls per case. 


Neetrit = 


Tapt 


No. 3202 — %” x 20’ roll, 
cello-wrapped, in practical 
12-roll shop dispenser. 
Packed: 12 dispensers 
(144 rolls) per case. 


No. 3203 — 14” x 150” roll, No. 3005 — (.010") %” x 


cello-wrapped. The retail 
size for home use, in 24- 
roll display box. 

Packed: 25 displays (600 
rolls) per case. 


36 yds., cello-wrapped, in 
individual carton. 
No. 3010 — (.007”). 
Packed: 100 rolls per case. 


FULL-COLOR, MULTI-PAGE CAMPAIGN TO 


SELL FOR YOU BREAKS IN JANUARY ISSUES OF 


BEFORE 
VPLASTIC 
— | 


ELECTRICAL CONSTRUCTION & MAINTENANCE 
QUALIFIED CONTRACTOR 
ELECTRICAL 


ELECTRIFIED 


WORLD 


INDUSTRY 


ELECTRONICS ° 
INSULATION 
FACTORY 


ELECTRICAL EQUIPMENT 


N. E. ELECTRICAL NEWS 
Embossed plaque, 15” wane CHICAGO ELECTRICAL NEWS 
torcetul, selling reminder to y for by ELECTRICAL SOUTH 


CONTRACTOR'S ELECTRICAL EQUIPMENT 


7A-ew 1257.15M-7A-m-20M 
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| 
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TIMES and TRENDS 


To Better Profits 


“. .. We have in our industry experienced over the last five years a disturb- 
ing deterioration in the rate of profit return. We have been caught in the vice 
of a severe cost-price squeeze. We cannot assure the long-term health of our 
industry unless we receive fair prices for our products, prices which permit 
reasonable profits . . . 

Took the words right out of my mouth, you say’? That's the plight of th 
electrical distribution business to a frazzled dollar bill, Only the words are not 
those of a wholesaler. They were spoken by a manufacturer: Mark W. Cresap 
Jr., executive vice president, Westinghouse Electric Corp., who addressed the 
recent annual NEMA meeting (page 96) 

The cost-price squeeze is an old, sad story for electrical distributors. With 
each passing year, its grip has become more python-like. Judging from early 
returns in ELECTRICAL WHOLESALING’S annual sales-and-costs survey, 195% 
looks as if it might be climactic for many. The long-heralded period that would 
“separate the men from the boys” seems clearly on the way 

Now that a mutual problem has been acknowledged, wouldn't it be advan- 
tageous for manufacturers to work constructively with their distributors 
toward a common goal: better profits for both? 


To Better Policies 


For the year ahead, with its strong possibility of a sales plateau, we mak« 
this prediction: manufacturers who have now or who soon develop a realistic 
distributor policy will maintain a reasonable profit margin. 

Spelling out a distributor policy iS something we uspect a number of 
manufacturers have considered. No doubt they shelved the idea because di 
tributors seemed more interested in deals than declarations. But times ar 
turning. The profitless prosperity that wholesalers have endured has become 
the catalyst of a changing attitude 

Distributors are recognizing that what counts is what they stand ftor—not 
what they fall for. And they want to know where a manufacturer stands on 
one price Vs many, On price protection, on returned goods, on cooperation in 
moving Obsolete items, on missionary sales help, on technical assistance, on 
personnel education, on advertising-——to name a few clements of polic' 


To Better PR 


Effective public relations is composed of equal parts of imagination, per- 
suasiveness, diplomacy, and common sense. 

Whether they know it or not, most good salesmen instinctively are good 
PR men. Likewise, a wholesale distributing firm just naturally has a well 
developed knack for public relations work. How effective a PR job on 
can do was demonstrated to us on “Business Education Day” in Trenton 

A participant in this Chamber of Commerce-sponsored event, Griffith 
Electric Supply Co. invited a group of teachers to be its guests for the day 
The firm’s management team, with the assistance of four manufactures 
representatives “educated” the educators on the distribution busin 

If others were to present their companies to the Community in a simula 
fashion, there is no question that the wholesaler generally and the clectrica 
distributor specifically would enjoy greater acceptance and appreciation 

We recommend the Griffith approach ( pave 50) as a model for the industry, 
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Powerful 
General Electric's radical new fluorescent lamp design 


can give you higher, more economical light levels 


AT ERICKSON TOOL COMPANY 


Progress /s Our Most /mportant Product 


GENERAL ELECTRIC 


WORLD'S BRIGHTEST woensHnor 


REPRINTS ARE AVAILABLE of the ad pu tured above 


They are full-size proofs as the ad will appear 


Progress /s Our Most Important Product 


in December issues of the magazines your customers 


read. Use them on your regular calls, or mail them to 


customers and prospects. See your local G-E Large 


Lamp Department representative tor a free supply 


38 
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Close salesman-customer relations aid one distributor in his program of... 


Selling Motor Controls 
In a Big Way 


That's what one Chicago distributor specializes in. And his big three-point 
program has paid off in big results. Devoting 40% of the inventory to this 


product, Otto Frankenbush, Inc., stresses know-how to industrials. 


By Robert S. Bush 
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Hoehle HKoehle wnt ‘ 


problerr i tomer purchasing 


wtor a ; tarter | hu t | ther pe re we qu fied make change 


Selling Motor Controls (cont.) 


What's Behind Frankenbush's 


HikET factor have enabled Otto vants when he Aunts il bFrankenbush in answel he explains If we 
brankenbush, Io ol Chicago to “ys arent able to give them what they 
become successful in the motor [here's another reason tor stock want, then we know they can go to 
ontrol busine ing adequately, too. You might say someone else to make their purchases 
1. Adequate stock of product there are times when we need a But Frankenbush doesn't give them 
2. Ability to make modifications on cushion to protect us against emer t chance to go to someone else. The 
pot for customer gencies possibly caused by our sup firm always has what the customer 
% Product and appheation know pliers. These emergencies might 1 wants. How? Through modification of 
how in giving service to customers ult from production cuts or shipment existing controls of making the nec 
At present 40! of the firm’s in lags if the manufacturer moves trom essary item through the use of modi 
entory is devoted to motor controls one location to another. With ade fication kits 
that's why we must also be set up quate—or more than adequate Not long ago, one customer was 
ty CT Vice to out customers," stocks, we can continue to serve oul faced with an emergency when a 
Prankenbush say Ihe majority of customers when these situations arise $50,000 machine would not operate 
our business is devoted to selling ¢ Maintain Specials—In addition to because of a defective switch. A 
motor controls, and our personnel — stocking standard control items Frank portion of the customer's production 
must be trained to do an expert enbush maintains special stock for depended on a $12. switch, which 
elling job.” many customers Frankenbush did not have in stock 
Purchase value on motor control Salesmen always check regularly to Nevertheles the account had _ its 
inventory showed $50,000 in about a see if a customer needs a special con witch swiftly. Frankenbush personne! 
two-week period last October, Frank trol item. Even though the account vent to work making modifications 
enbush estimates that total purchase may use the item only twice a year, on a switch. The solution saved the 
volume thi yeal vill run about the firm will stock it day tor the account, and sold the 
> 400,000 And that is with just Frankenbush always sees that at company on the service rendered bi 
one manufacturer. An additional $25 least two of the special items are in) Prankenbush 
1.000 worth of secondary tines ha stock. This way, he is maintaining an We have a service job to do 
been purchased inventory for the customer and is pre Frankenbush say: We have to give 
e Stock Adequately——Good selling venting a delay for the customer by the right kind of service to stay in 
starts with good stocking, Frank not having to make a special order business. It's easy for a wholesaling 
enbush and his personnel beleve for the item firm to do nothing when the chips 
Because of this, the firm carries 4 e@ Modification Stressed One of ire down. It’s easy to duck out. But 


omplete line of motor controls and Prankenbush’s biggest selling points is it isn’t easy to regain the business you 

motor control equipment for its directly related to the abi.cy of his lose by doing it 

customers salesmen to make modifications of In addition to the complete modi 
“We know that the best way to get controls—cither at the office or on fication kits carried by Frankenbush, 

business from a customer—-and to the spot the firm carries a complete stock of 


keep his business—-is to have what he Our accounts don't take no for coils, including the 50-cycle type. In 
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RECOMMENDATIONS | 


nt t of f 


Successful MC Program? 


luded in the modification 
interlocks and electro vitche 
men are able to assemble up 
button stations on the 
e Spot Changes 
modification tor 

if the 


ilesmen are 


premise: 
Much of the 
customers is made 
firm. However 
equipped to make 


distributing 


the-spot modification 
One ol these ale 

Browne, a former 

know how 


rende! 


men 
Browne 
has the technical 
modincations and 
to the customer 
Otten 


is not interested in making purchas¢ 


ervice 
Browne finds a customer whe 
but who has 1 problem nvolving 
modification 
Sometime for 
tomer has an old ontactor 
to use as a tarter Thi 
hanging the overload, coil 
terlocks. Browne 
tuctor him to the oth 
he makes the 


lose to the oflhice vets the if 


either take 
with 


change 


parts and returns to make on-the-spot 


modifications In ins event the 


changes are made swiftly for the ben 

fit of the customer 

e Salesmen Qualified very man 
we have on the qualified 
and to olve ontrol 
Frankenbush says It save 

When our men 
lon't h ive 


representa 


street 
to sell controls 
problems 
everyone a lot of time 
run into a problem, they 


to call a manufacturer's 
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tive They are 
themselve 

Frankenbush 
of the overall motor 
is picked up through the engineering 
know-how of his pel onnel. Salesmen 
hke Brown who frequently take off 
from offer supg 


how electrical vstem might | 


capable of finding solu 
thon 
that about 
control busine 


blueprint trons on 
my roved 

If our 
will not 
the i! 
electrical 
harge to the ustomer. [This is one 
ft the many thing that 


differen between a 


that the 
I inke nbu h 


equipped lo redesign 


men 


work 
plan ind without n 
make 


ilesman 
e Training Important 
Frankenbush stresses th 
of product knowledy: 
ellins motor 
hit ilesmen to all 
ubject offered by the 
manization 
talk ibout 


rve 


under 


out 


that we 
inkent ush 

i famuil 

things here 


of Frankenbush’'s over 


yoy many 


‘ ‘ t 


il on 

thy 

found that yiviny 

the ible t 

pick up orders tor rc oof other 
uppli 

men regularly call on 

peci 

addition 


( ompany 
ivn 4 vel 
ition for In 
ittempt te ver question 
em ising om the pr 
et thew pre 


Knowledge 


pecification 
e Use Product 
of then 

Curry 
product mie 


imple ind alwas 


offer 


till growing 
it. One th 


wne wraps modifi Sires ng 
i 4 
Sal 
nine 
trician | 
tO make the 
neermy fit 
\s part 
lesmen 
how new 
found poor ire at 
Sage 
to overcome much of the il resist 
Becau nce to ne roducts be isc, aff 
importan being trained | th manulacture 
fupplication th ble lain in detail th 
hy end enetits of th fuct 
on 1} ustome will t} 
inufacture important thing t branken 
personnel i not flawl ne 
a nd the line if we make a mistake, we correct it s 
intelligent! fast 
everyon in in another capa Since we began specializing in 
it or if the occasion ontrol Our busine ha ed 
arises teadsl And it not just because A A 
You mivht sa have have the line It the ervice A a] 
& 
i busine n | ith the roduct 
Instead, we ha er We dont know husin 
it he dut to 15 Bor bad. Why? Because busin 
lo particul isi And we are prow 
ipable of de with ng is Certain. Our 
‘ 
About 95% increase cach yeat 


Management 


HERE Franklin ¢ th presider ranklin explains t 


Ska 


. . »« Operating personnel explain the various departmental operations 


EDDIE TRIEBE, fa 


mpa 


perat 
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3 
‘a lls the broad fh distrib f i 
. Bee tells the broad story of how a distributor functions... 
what trie t A t perate rte a 
ah . group of me employees the theory of a corporation: what peak ' mopar tor ' the function and goa 
pape ee ight, talk ver particular phase f the veri f in-the-house lectures they attend ckwise, they 
ny with the new ems Ver Triebe hedule are Walsh. Bruce Ireland. Dor nch and Vince Butka 


WITHIN-THE-HOUSE TRAINING COURSE: 


Everyone Teaches, 
Everyone Learns 


That's how knowhow is communicated to new and old employees at Franklin & Smith 


ISIDI real walls as four of five, depending on the in tem he now adminsst When he 
Inside: a “college of electrical terest of the class. Very often, once omed the company, | wan in the 


ivy-covered 


knowledge one of these individual cl i real in ‘ hous bh vorked | k tk it 
; That's the picture at Franklin & — sight into a field he’s only heard about but as manag through a varied 
Smith Inc Jersey City, N. J. electrical he wants to learn a lot more about it path that mchuided ‘ Kins n i 
distributor, where new employees are And we try to give them that oy ounts | ble, 4 phon 1 
4 given a lecture course in fields rang portunity nal hitch as a i mat 
ing trom distributor purchasing policy Aside trom the thee that i \ roof ed hional 
to the role of the “smokestack sal presented, new employe pet ‘ ! tI ompan lin vell 
man practical application of these 4 mt lified Att youl t! firm, bh 
e Well-Founded I he philosophy ind usually within th first used h ! tit I pick up a 
behind it? Says President Robert e Varied Work In the hachelos ment and 
Franklin, who originated the plan may work in the warchouse, learnin rast ’ busin 
We feel that giving our employees a tock, shipping, who the compan I f Rut 
grounding in all phases of our opera to and custom requirement hey Unive { 
ton prepares them not onl do mia ilsko work in purel e Meet Manufacturers hi 
their own job better but readies them the sources of suppl Again, wl { t in tl lect | 
to step into any new position may hitch a phone to tl ‘ } | tm a 
Warchouse ind traffic manage! finding out ent 
Eddie Triebe, who ts responsible for customer ty i kno tov 
carrying out the plan, adds another It lot bet! ny f 
thought Ihe more communication train your owt ronn than it ined 
ve have with employees he i\ sShanghat them { m om tite th 
the better we can train them Explaining the Franklin & fact 
lo “better train them Iriebe at philosophy further, | e add | if u out 
ranges a lecture schedule (one speaker cifleation conti 7 \ { 
per week) that introduce the tyre that if mats tart he \ | 
one step at a time to the functioning man he needn h | 7 
of the electrical distributor hin ood reat 
Courses begin each time ther rm the rsified nin { my 
enough new employees (usually for 
more) to form a lass 
Franklin himself gives the first talk . P 
cupiainiee the fonction of the wheh Franklin & Smith’s Lecture Schedule 
aler and the background of th om 
pany. Vice president and treasure: SPEAKERS SUBJECTS 
James J. Smith follows it up with an 
explanation of credit analvysi Chere Robert Franklin Company background, the function of a 
after, the class is indoctrinated by staff wholesaler 
employees im such diverse ul i 
inalysi ne, and Smith Cre dit analysts 
pricing and quoting Florence Kemp Purchasing practices | 
e Lectures Informal W to 
. keep the sessions strictly informal Michael Kralick Management, departmental coordination 
avs Triebe Instead of usine a con market analysis * 
round the desk of the person who John Glynn Pricing and quoting 
giving the lecture That way, they're 
more relaxed and find it a lot easier Vern Killinger Outside Sales chasing smokestacks 
to ask questions Ray Link Routing calls 
What's more ne there's 
no limit to the number of lectures an Jim Harris Outside sales 


one person can give. It’s often as high 
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1-T-E DISTRIBUTORS 


Illustrated Urelite, Model Kk 
rated at 4000 amp continuous and 600 Vv a-« 


Gold These Mountings 


insures customer satisfaction. Avail 


Earn big profits without hard digging. struction 


able in continuous ratings from 15 to 4000 amp 


Suggest I-T-E Urelite individually enclosed 
air circuit breakers for service entrance, 
feeder protection, single circuits. 


and up to 600 v a-c, 15 to 6000 amp, and up 


to 250 v d-« 


If you're prospecting for extra profits, stake a Don't lose this profitable business to competi 


claim right here, I/T-l Urelite individually tion. Next time you have a customer who can 


enclosed air circuit’ breakers are completely use Urelites, suggest them. You're doing him a 


elf-contained, factory off-the-shelf items. So favor as well as yourself. I-T-F Circuit Breaker 


you can promise quick delivery. Quality con Company, 19th & Hamilton Sts., Phila. 30, Pa. 


I-T-E CIRCUIT BREAKER COMPANY 
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New reels for Sealtite simplify storing, 
handling and cutting, reduce scrap 


Sizes iVailable on reels . through "/4 
EFt and UA Sealtite* flexible 
liquid tight conduit—in black or gray! 

One reel of each size will help you 


i ed the handling ot orde rs for le > than 


tandard cartons and tor over-the-counter 


iles And voull like the convenience of 
reel stor ive the easy ‘pay off feature 


und the long length vhich practi ally 


eliminate short ends 


Reels are wood construction. Reel foot- an ANACONDA product 


One method of handling Sealtite on reel 


Now-—Sealtite on nonreturnable reels 
available at no extra cost! 


ourtesy: McNaughton-Mckay Electric ¢ Detroit, Mieh 


we L500) teet »( 
feet teet | md 375 feet 
Order toda The American Bra 
pan American Metal Hose Di hor 
Waterbur Coon 


Insist on the conduit marked 


2 
P 
tou 


New P. & W. building is located at intersection and can be entered from two directions. 


16,000-sq ft—All Functional 


Partners Jack Passailaigue and Will White, of P. & W. Electric Sup- 
ply Co., planned long and hard before going ahead with their new 
building. But the result — a streamlined one-floor facility without 


I'S hard to operate from 3.000 
q {ft of floor space, but that’s 
vhat we did from 1939 until re 


Jack Passailaigue says 
Pi ind Wall White part 
of P. & W. Flectric Supply Co 
C olumbu Gra pent several years 
plans for a move 
While looking for an tdeal 
location for the new operation, both 
had 


ul ine 
auattel 
who 


ted nearh distributor 


recentl moved to new quartet! ol 


he im the proce of making a 


Combining 


gathered 


New 
mftormation 


irtich ibout 


e Get Location 


thi with from 
imilar move 


ther 


the partners began making own 
plan 
We wanted a new 


plains but the 


building Pa 


location 


wanted was not available until 


last year. Columbus is an industrial 


town of about LOO.000. Most of the 
contractor are located in the down 
town area, and we did not want to 
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an inch of wasted space—more than justitied their efforts. 


be on the outskirts and inconvenient 


to them 


Ihe location we ftound ts neither 


downtown nor out ot-town but is at 


1 good intersection which allows easy 


aecess to two les of our building 
Ihe new one-floot operation con 
tains about 16,000-sq ft. Except for 
the warehouse, it is entirely air con 
ditioned and heated electrically 
In order to sell lighting effect 
ely, different fixtures were used in 
rious Office locations to pre ent an 
etlective display In two offices, the 
intensity can be increased trom a low 
ol toot to enther LOO or 
foot indies General livwhting 
throughout all office uverages more 
than 75 toot indles 
e Ample Parking——Parking space ts 


sides of the Ss 
Entrance to the coun 
either 


vailable on two 
shape 1 building 
from 
pick up cus 


while the 


te! irca an hk made 
Normally 


entrance 


parking area 
tomers use one 


other is for shipping and receiving 
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warehouse, which has a 
light of about 40 foot 
aisles provide for 


In the 
maintained 
candles, four-foot 
materials, Pas 


kept “in 


movement ol 
that it be 


ample 
sullaigue insists 
apple pie order at all times.’ 
fixtures 


Approximately are dis 


played im the showroom [he 
shape of the 
ized so that the 
two different 


building has been util 


showroom 
ecn trom streets, sing 


itt it a corner location 
In iddition to 


residential lighting 


full-tim 


salesman, one man 


hiring a 
has been specializing in electric heat 
ing, which P. & W. 1s stressing at it 
new location 

bor idded 


com system has been installed through 


convenience, an inte! 
out the building 

From an economic standpoint, our 
going to pay 


one-floor Operation 1s 


off Passailaizue says. “At last, we 
ure gorng to be able to give better 
ervice with the least amount of effort 


every one 


1957 


444), - - sf 

~ 

ap 

% 
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| | 
| Porking Area 


Warehouse 


Porking Area 


Floor plan showing main areas is keyed to photographs of areas below. 


1, SHOWROOM contains abou Focture of 


3 COUNTER AREA is lighted adequately with various types 4 THE 


f fixture Ernrrance nm be made from either the rear or ar 


WAREHOUSE 


front parking areas for istomer nvenience provide adequate wre f ‘ 
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Plant 


Mazintenance 


Men 


DEPEND ON 


JACKETED CORD 


No doubt about it, the trusted name in portable cord 


and cable is ROYAL. Give your plant maintenance 
customers the brand they like best... and ask for most! 
Stock up on ROYAL .. . the one source for all types 
of Rubber, Neoprene, and Plastic Jacketed Cords 

Machine Tool Wire and Heavy Duty Powr-Kords’ 
and Extensions, Take advantage of Royal Quality 
Products and Quality Packaging, for faster selling, 


easier identification, and simpler stocking 


Talk with your local Royal representative about the sales 


and profit potential of the full Royal line 


... to be Right on the Job! 


ROYAL ELECTRIC CORPORATION 
an associate of 


International Telephone and Telegraph Corporation 


PAWTUCKET ~- RHODE ISLAND 


AN ASSOCIATE OF 
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UBLIC 
ELATIONS 


ls PR a $50 Madison Ave. phrase? 

Or is it simply a common sense approach to 
putting your business in the best possible light 
with your customers, your employees, 


and your community? 


What Does 
You? 


By John Martin 


UBLIC relations is nothing to be scared of vent away with understanding and appreciation 
It's something you use every time you pick e Arteraft, by running ‘ veckly newspaper 
custome! ids devoted to plugging industry in its area but 


up the phone or greet a 
ingle electrical 


Still, its a term that’s being constantly re-de vhich did not once mention a 
fined. And it appears to have gotten a new and — product 
clear definition in recent weeks from three pra e Kklectrical Supplies Inc., | nving a show 
tical and PR-minded electrical distributor blec that was tailored to the practical 
trical Supplies Inc f Hartford nn Artcraft ustomer 
Electric Supply Co. of Salisbur 1: and Crriffith All of them added their trimming 
Electric Supply Co. of Trenton J Supplies Inc. offered practical « 
In the case of each of these distributors c t ontractors doa trade lid-lifting on thei 
sults far exceeded PR preparations The ré vo-year-old electrons business Artcraft 
ported their efforts won new friends among pros vertising encompassed key industry throughout j 
pects and customer and revitalized their em of Maryland's Eastern Shore. Griffith pre ented 
trical whol full eight-hour lecture course am 


onstruction 


ployees in their positions on the el 
saling team. Here’s how they did it ition 

e Griffith, by so thoroughly teaching teachers For more abo thes« 
about the electrical distribution field that they tested PR technique please turn the 
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SPEAKERS like Sales Manager Karl 


TEACHING TEACHER. 


Rembe, were key to Griffith's program for... 


Telling the All-Aroun 


GOT TIRED of people saying 
‘What's your line again?” when 
I would mention electrical dis- 
tributing, and this gave me a chance 
to do something about it.” 


those of Bill Grrit 
fith, president of Griffith Electric Sup 
Trenton, N. J 
something 


(Chamber of 


These words are 
ply Co. of and his 
chance to do about it 


cume in the torm of 


C ommerce spon ored Business Educa 
tion Day tor local teachers 

Although Business Education Days 
have been held in the past in Trenton 
in none of them had an electrical dis 
tributor previously participated 
e Visitors Amazed | 
generally true with distributors,” Grit 


suppose it's 


xture depart fith says that the public doesn't 
k hat th know much about their operations 
fixture Even many representatives of big 


business, On seeing our Operation, say 
Gee, I didn't know it anything 
like thi They're amazed when they 
see how compiex yet efficient it has to 
be 


was 


he continues, “the 
had 


teachers 


Until this year 


Chamber of Commerce concen 
only the 
It seemed 
spent 


big machines 


trated on showing 
larger industries in Trenton 
though, that the teachers 
looking at 


and too little time getting acquainted 


100 
much time 
with business practice and theory.” 

e Big Chance— [That's where Griffith 
and the other small businesses in 
Trenton, had a big opportunity. They 
show the teachers around their 
relatively time and 
a comprehensive lec 


could 
plant in a short 
still them 


ture 


vive 
course in the space of one day 


The results have been excellent.’ 
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Teach-the-teachers program was set up for maximum 
impact through well-timed presentations . 


Distributors Story 


uys Griffith We worked sev Griffith employee best qualifi 
wecks to prepare our s; ches in term weak on it malized bre 
that the layman could understand. and ontaining a I ( the 
the teachers appe ired to get a lot out functioning distributor 
of il In turn, the explained what lor ill teacher name p 
they had learned to their students made up for individual speaker nd o« Manufacturers Help 
e Encore Already continu the entire presentation was so arranges teach { the comy 
Coriffith we ve had numerous letter that the parate talk ould be tith lead 
from other teachers who would like vether to he teach 
fo come to Our presentation next year ompicte ibuting | 
Fight of them came to this year’s pro dition, a | luncheon 
vram but as it looks now, we'll have Trentor 
invwhere between 30 and 50 teacher All 
next year 

Three weeks of preparations w ded to continue 
nto the presentations. Chart dic on informal 
ing the business’ growth over ) } on show 
year-period were made up a | ur Operation work 
ture (e.g., purchasing, office manage e Gains Respect 
ment. home lighting) was confined t bring in one mar 
i single subject and was given hy the 
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That's what Artcraft 
Electric Supply Co. 
did through a 52 week 


series of newspaper 


ads that never once 
mentioned an 


electrical product. 


LETTER ale 


Art 


QUESTIONNAIRE 


prehensive data 
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Hats Off To 
SALISBURY BRICh 
COMPANY. Ine. 


Salisbury, Yeryland 


Industry 


OT all good PR ideas originate in 

the high-powered agencies on 

Madison Avenue. Many a small 
businessman can come up with his 
own unique ideas. 


Take the S2-ad campaign of Art 
craft Electric Supply Co. of Salisbury 
Md. This electrical distributor ran a 
series Of ads which not once men 
tioned an electrical product or item 
Yet it has brought Artcraft more good 
will and business than they ever ex " In 800 BC, King ond Lowgiver of Sporto, Lycurgus, who hed ne 
walls around his city, pownted his soldiers and "There ove 
pectec us IS how it all began the walls of Sporta, and every man i @ brick Thus we hove trom 
- One day, in trying to determine a Plutarch an early reterence by comparison as to the value of build 
‘ ong brick Saliubury Brick Company produces products that give 
way to break the sales resistance of every builder the material needed tor long lasting constructior 
large industry in our area,” says When man found his first shelters, such tures f x da The hand-f ‘ 
. . s, caves, leeward sides of cliffs, he knew held to exa r 
Sales Manager Irvin A. Kleinman had general protection from the weather viou ‘ 
the thought came to me that perhaps But this made it necessary that he go to the temperature ‘ 
oie : } place where nature had placed Uhis protectior orded #0 that a ‘ 
kiving honest, sincere appreciation in His want was to establish shelter in spots that the required heats may be ‘ 
ome unusual way might do the trick would best serve him From that first con Now, after these six days of firing, it 
> ia ception he projected his thinking to a bower takes another seven days for the kilns to cool 
. Novel Plan [he unusual Way of tree limbs, perhaps adobe huts, and eventu down That ia when the bricks are finished 
ventu; y ; . . - ally slashed saplings shaped into a roofed and removed and ready for delivery to con 
: ill irrived at was a SCTiC ol over enclosure. Yet none of these were fully struction projects. In an effort to speedup 
madustry toasting idvertiseme nts in i satisfactory Finally he made use of stone the cooling time, giant electric fans push huge 
lo | . But the irregularity of size created further drafts of air through the The six kilns 
rOCal ME wspapel that did not me ntion problems Tools of hardened woods and met Salisbury Hrick Company has, are of the 
«tl single product ot Artcraft’s but als did provide some mear f shaping those downdraft type. These have an 80.000 brick 
| I stones Even that did not bring about ur capecity As you travel sround the Shore 
which instead sketched the past and Rut the method of you will see bricks of many colors, shapes and 
present of industries in the area k, even in primitive ways sizes. Millions of these come from the Salis 
- From the set sizes de bury Brick Company in the sixty years of 
e Aid Industry Our hope has been. veloped our present right angle type of struc manufecture, it is probable that the Salis 
ture. Sixty years ago the Salisbury Brick bury Brick Company has been the maker and 
Kleinman adds that we would stim Company was formed to follow in the manu seller of perhaps more than half the brick 
ulate interest in industry by calling its facturing footstepe of the ancient brick used for building within « seventy mile ares 
makera from Salisbury 
economic power to the public s atten In 1897, when the three Mitchell brothers, As with all good businesses, there d 
Hon Thomas H. Joseph, and F. M. founded the versification, Salisbury Brick ¢ pa 4 
Salisbury Brick Company, methods of making have brick tiles for Mooring arble riar 
Steps in the process ing luded brick had not changed « great deal from and other asonry acce rie With a} 
, > ancient times. Today the basic principles re tory making it one of the feat brick 
Phoning the PR de partment of main the same. The necessity for high-fired panies on the re in cor a opera 
the company and arranging an inter temperatures for various types of brick are Salisbury Brick is justly 5 i of P 
ew still required. Hut these temperatures are the construction picture of our la The 
oe electronically controtied From these vast thirty co-workers of thie bu npany take 
e Making up interview forms which brick kiine, Mr. Themes Hl. Mitchell. Jr. con a price in their work. for they 
: of one of the founders and president; Mr J brick is one of the ¢ able bu r 
contained a key for story data Walter Mitchell, son of Joseph. vice-president producta Product under the tusk f 
Minas Emily Taylor, secretary treasurer method gives eact worke 
e Turning ove pleted and ae 
ng over the completed in ace 4,000,000 brick ride out for construction Mr Thomas Mitche ' it that the 
terview forms to a professional copy purposes all over the Shore brick used he building of an average home 
writer In addition to its own production, Salis vate leas than the al heating en A 
bury Brick Company buys brick from con home bu with h 
We ran one ad ever, veek for yanies in Ohio, Pennsylvania and Tennessee $1,000.00 worth of brick as delivered the 
‘ hus buyer on the Shore has a vast range alisbury Brick a the } 
a year, reports Kleinman and the of brick types to select, from the famous building he world, the Salisbury Brick 
results were overwhelming.” One ex Willlameburg to the modern Norman or Company can well stand “four-square’ ir 
Roman types. Clay for the bricks made here knowing the jtatanding b it has done 
ample: the local Salisbury Times ran Salisbury is brought in from the Rock With references to brick making in the Bible 
ar ‘ : tie awalkin area. In that part of the Shore there and with all the new methods of struction 
ite m Stating Reque t for back is found vast stratas of clay bearing soils that brick sta souta a { usefulness 
copies of a series of advertisements makes it profitable to process for brick-mak for even a wood structure usually makes use 
ing. Brick ia formed by shaping ontinus of brick for Ub } e Art ft Electric 
salutes Eastern Shore have depleted i 
follow Manua they are then stacked in ke forwar he ed expe f 
the files of the Times the kilns and fired under controlled tempera brick-making | » Sine . 
Persons desiring the series for ref 
erence or school work should clip reams to heip paint the picture of the econor effects of industry 
them eacn Saturday Additional cop ConTinvous SERVICE = on the Eastern Shore and for the Not 
e not iVailabl 
ice . LECTRIC SUPPLY COMPANY OF MD 
ARTCRAFT 
rm Wholesale Distributors Whe Help You Live 
relations one step further, Artcraft 
pies ) > 
copies of the ads mounted and Serving Your Home .. Your Farm. . and Shore Commerce .. and industry Out of SALISBURY 
tramed, then presented them to the 


various industries for mounting in the 


latter’s lobbies and offices 


The results,”says Kleinman, “have 3 ADVERTISEMENTS, written by a prof na writer, were skillfu 


been improved business relations w th ful information a mstitut ’ 


ilmost all of the companie: idvertised 


Vel 


excellent public relations, and reat 


xt year. Kleinman say New serie Day te f j 


deal of high-level prestige 
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ANT to refix your services in 
the mind of your customer? Or 
give him a practical demonstra- 
tion of the new products you handle? 
PR *ackage So did Electrical 
Supplies, Inc., of Hartford, Conn. To 
do it, this firm tied up a neat public 
relations package that consisted of an 
open house product demonstration plus 
refreshments 
The results were gratifying More 
than 400) customer-guests filed into 
this mid-October show, made the 
rounds of equipment displays and 
demonstrations, chatted freely with 
both company personnel and manulac 
turers’ representatives and topped off 
ther day with a buffet dinner and 
cocktail hour, courtesy of the Hart 
ford wholesaler 
Representatives of more than 
upphers were on hand to demonstrate 
products inside the building, whiie 
outside the building was a Superior 
Flectric mobile display truck 
Also participating in the show was 
Sprague Electrical Supplies, Inc., of 
Bridgeport, which ts affiliated with the 
Harttord firm 
e Electronic——Much of the attention 
at the show revolved around electronic 
displays. Electrical Supplies, Inc., en 
tered the field only two years ago and 
this was the first open house at which 
their electronic lines have been dis 


played 
e And Electrical— “But,” Chairman 
of the Board Jack Saladine hastens to 
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demonstration of both and IMDUSTRMIAL ELECTRONIC equipment 


ATTRACTIVE INVITATIO alerted 


ts equipment show and open +t ise 


ifter receiving ' te that more thar } 


udd we didnt try to emphasize elec 
tromics——our electrical trade is too im 
portant 

In re-fixing services in the custom 
er’s mind, Electrical Supplies, Inc., at 
tempted to remain strictly practical 
e Contractor Aids Said Saladine 
We pointed out a lot of methods and 
developments that will increase eff 
ciency in the electrical construction 
field, such as the uses of underfloor 
und header duct, the uses of powerstat 
in the installation of fluorescent light 
ing and for the support of cables 
panelboards and switchboards 

Also,” he adds, 
anyone interested the use of seal-tight 
conduit for hookup on a machine 


we explained 1o 


where you have acid conditions.’ 
e One Aim All of this.” Saladin 
emphasizes, “was aimed primarily at 
one thing: to save the contractor lubor 
That's his big expense 

But while these construction labor 
savers were making the firm’s public 
relations show very practical indeed, 
it was only natural that a lot of ques 
tions were being asked about the com 
pany s new electronics business. Sala 
dine had the answers 
e Two Fields Our electronics cus 
tomers,” he says, “are large industrial 
plants and electronic laboratories. The 
equipment we sell to them ts used in 
both our customers’ own manufac 
turing processes and their finished 
products 

Among the firm’s electronic cus 


Selling Service with 
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FOR THE INNER MAN 


United 


tome! Saladin “ys are 
Aircraft and Hamilton Standard, which 
is a division of it. Hamilton,” he ex 
plains, “has been largely a propellei 


division but becau propellers are 
zomg out they re switching to tempera 
ture controls 

Diverse’ Field Othe 
trade cited by Saladine includes: “Elec 
tronic laboratories owned by the ZOV 


electronic 


ernment typewriter Companies 


vhich are experimenting with elec 


tronic typewriters other aircraft 
companies the machine tool in 
dustry ind the ball bearing in 
dustry 


Until two years ago these vistas of 
new business were only in the contem 
plative stage at Electrical Supplies, Inc 
Suddenly they blossomed. Why? “Be 
Saladine, “we were all but 


driven into it by the requests of our 


CuUse ays 


industrial customers, many of whom 


vere entering the field 


Saladine calls it the “fastest-grow 
ing industry in the United States 
idding optimistically: “and we're grow 


ing with it 


\ prime advantage in his firm's 
tuvor, he believes, is that “electronic 
distributors who sell TV tubes and the 
like aren't trained in the handling of 


industrial accounts the way our sales 
men are. We're a step ahead there.’ 
e Two Specialists——One of the most 
frequently asked questions at the open 
house centered on the firm’s two elec 
tronic specialists: how had they learned 
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REGISTRATION DESK, at which 
guest were given badge ther 


walked ver t meet 


a Show 


the business? The answer: by practical 
experience in the electronics field itself 
acquired long betore they joined the 
company 

We needed them,” says Saladine 

to carry out our electronics program 
right down to the most technical de 
tail. We found them in George Payne, 
now manager ot our electronics de 
partment, and Lewis Spada, our out 
side specialist 

“The show enabled us to introduce 

them to our trade and gave them a 
chance to get acquainted with some 
people they'd previously talked with 
only over the phone.’ 
e Custom - Tailored Saladine feels 
that “no one should hold an open 
house just because it’s time for one 
Instead,” he says, “you should prepare 
a program that is custom-tailored to 
your customers, one that fills a need 
It's no haphazard thing. You have to 
prepare everything in minute detail 
and make sure that your customers 
not only enjoy themselves but that they 
get around to see the displays and 
talk with the employees. From. the 
minute they have their badges typed 
up, we try to see that they get the 
most out of it. 

In getting the most out of it, cus 
tomers got a look at stock displays 
new construction methods and_ the 
overall operation 

As Saladine says, “Helping your 
customers helps you. A little public 


relations Can go a long wa 
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MEN RESPONSIBLE FOR 
POWER DISTRIBUTION KNOW... 


PARANITE 
RIGHT 


From Aerial to Underground Wire and Cable 


Tr - _ -- Paranite wires and cables have become “tools of the 
ai | \ \ trade” with experienced contractors everywhere 
2 \ \ because of high quality and outstanding service. From 
\ PARANITE and HYDRO-THERM®* 
: | \\ --*. \ | | through a complete line of RH-RW building wires 
\ and the quality PARASYN® insulauons (approved 
\ \ wr from size 14 to 2000 MCM rou cannot obtain 
\ \ \ \ * \ J 


4 


% . 
| ferme” 


Paranite HYDRO-THERM® Building Wire 


PARANITE WIRE AND CABLE 
DIVISION ESSEX WIRE CORPORATION 
FORT WAYNE 6, INDIANA 


- MANUFACTURING PLANTS ‘Birmingham, Ala; Anaheim, Calif: Jonesboro, Ind; Marion, Ind; Tiffin, Ohio 
Warehouses* and Sales Offices 
Atlonta, Georgia *Kansas City, Missouri Rochester, New York 
*Chicago, Mlinois *Detroit, Michigar *Los Angeles, California *Portlond, Oregor *Saint Louis, Missour 
Cleveland. Ohio Hartford. Conmecticut *Nework, New Jersey Upper Darby (Philadelphia,) Po *San Francisco, California 
Dallas, Texas Indianapolis, Indiana Omaha, Nebraska Phoenix, Arizona Springfield, Illinois 
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Illuminate 


(RILLARK 


St. Louis 13, Missouri 


Dalias 1903 Griffin SI Philadelphia 2014 Choncelior $1 


Atlanta 69 Mills St.) 
Boston 49-540 
Bulfalo 278 Johnson St 
Chicago 1528 West Adoms $ 


Denver 1073 Golopogo Pittsburg! 4830 McKnight Rood 


SALES OFFICES and 
WAREHOUSE STOCKS 


Detroit 8319 Mock Ave San Francuco 714 Harrison 


Cincinnati 1031 Meteo Or los Angeles 412 Seoton Seaitle 4130 First Ave.. So 

Baltimore 11 W. 25th City, Mo 616 W. 26th New York 600 W. 2 
SALES OFFICES A. 

Columbus McCoy St Minneapolis 826 Andrus Bldg oa 


Soles Offices ond Worehouse Stocks throvgheut Conada 


Vandevent 
er and Easton A po 
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of SELLING—NO. 11 IN A SERIES 


“Some layout you made—! can save him $300 on it!” 


f Contractors Could Only Sell 


Tyro salesman Junior Stevens echoes that timeless plea when he first encounters 


a customer who's expert in selling down. 
plus his sales manager's tips he learns 


By Winston 


our next stop, Stevens?” sales manager 
Martin inquired of the young salesman as they 

spent a day together in the territory 

Jerry Smith's new house in Plainville and its really 
something,” enthused Junior With Jerry being an ap 
pliance dealer, he sort of went all out on this electrical 
living theme. I did the wiring layout for him-—real com 
plete job, just the way Jerry wanted it. Old John Bru 
bacher’s all of Smith's installations 

They stopped at Smith Appliance’s new store to find 
Smith and Brubacher intently arguing over the blue 
prints spread across the top of an electric range. Smith 
greeted them with relief-—-Old John with hostility 

Some layout you made!” Brubacher growled at Jun 
wr Irying to bankrupt Jerry or something? Why, Ive 
just been showing him where he could throw out the 
rubbish and save $300,” 

Behind Brubacher’s back, Jerry Smith lifted his hands 
in a hopeless gesture. Junior stared at the contractor 

“Look, John, haven't you ever felt that you would 
like to do one really complete wiring job, one that you 
could point to with pride?” 

“!'m proud of all my jobs!” burst in Brubacher. “And 
I'm proud of the money I've saved my customers, too.” 

Gently Junior soothed the irate contractor to the point 
where he could corvince him that Smith wanted the 


58 


But with the help of his eyes and ears 
that he can teach contractors to sell. 


N. Coburn 


wiring, that Smith was willing to pay for the wiring, that 
is, if John would only get back to the job and put it in 

Old John left, while Jerry shook his head diszustedly 
“If he wasn’t the best darn wireman around here, I'd 
use some other contractor. Do you suppose he talks like 
that to my customers? Why he could queer a sale so 
quick, I’m beginning to wonder how many ds 

Jerry's rernark was interrupted by a phone call which 
was brief and apparently painful. He turned to his 
visitors. “Say, boys, you'd better go on up to the house 
without me. Just had a sale go haywire. Would you tell 
Old John for me, to pick up that new range at Mrs 
Crocker’s today for sure. Just tell him it’s final.” 

As they slammed the doors of the station wagon, 
Junior sighed. “If contractors could only sell, I'd do 
twice as much business. How do you get them sales- 
minded when they boot a sale all set-up for them?” 


Tie-in or Trip-up 

Well, in Old John’s case, did you tie him in on the 
layout?” Martin asked softly; then at Junior's puzzled 
headshake, he continued. “I thought not. You thought 
you'd done your part when you arranged for Brubacher 
to furnish all materials. That was good selling, but you 
forgot one thing; this contractor has done all of Smith's 
work for years, yet when Smith does his own house, sud- 
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Old Jot t good enough to do the layout. Ye 
do the layout without consulting the old man. So nat 


rally, his pride is hurt—-hurt enough for him to cut 
own throat.” 


denly 


“Gee, Chief, | think you've got mt figured ivreed 
Junior ins t should have tied him 
in. That still doesn't help me with th ther thougt 


Hew do I vet them salesminded”? 


Matter of Pride 
Steven mast nv that lithe trick wnt your 
alone. The 
ize better selling by the 


problem 
electrical industry has been trying to encou 
appliance dealer and the con 
tractor. They're the tront line troops of the indust: 
The manufacturer, the utility, and the wholesaler—all 
have the responsibility of traiing these troops. You ar 
in direct contact with them, where the most good can be 
done. First, get rid of that old idea that the better the 
craftsman, the poorer his salesmanship. It's simpl 
matter of pride. A good craftsman ts proud of his work 
manship. You can train him to be equally proud of his 
salesmanship 

Stevens, if all you do to sell two basic ideas youd 
be helping a | Simp! onvince your customers of these 


two truths 


1. The competition for the consumer's dollar is terrific. 
Many industries are well organized in their appeal 
for that dollar, for example; the automotive tradk 
travel, sports and hobbies, clothing fashions, home 

interiors, and including most of our competing 

trades within the building industry. The real com 


petition is from without the electrical industry 


Nw 


There is work enough for everyone, work that needs 
to be done-—as a customer service or as a public 
service—but tne elcoctrical trade must work together 
to sell these jobs. Builders talk about planning a 
30-year home—then put in an electrical job bound 
Modernizing otf 
present structures is still one of the biggest chal 


to become inadequate in + year 


lenges in the business 
Ihe car bounced slowly up the private road to a 
modern solar type re idence with a breathtaking view oft 
the valley Her ve are! 
Ihe old electrician showed them the electrical feature 


Junior sang out 


of the appliance dealer’s home and soon lost his hostilit 
before their sincere admiration of his work. There wa 
still a lot of roughing-in to be done, which meant more 
materials. To Junior, it meant an order and he was soon 
engaged in trying to set up all of the remaining material 
for the job on an advance order basis. Old John bought 
the idea pretty completely but with considerable comment 
on the delivery dates for the various shipments. Junior 
was putting his order pad away when Gil Harrison 


neighboring contractor, drove in 
He got to the point directly, “Say, John, how han 

of renting your stud-driver for a day or two? I'm held 
up on a job.” Old John couldn't spare his gun for an 
other week, so Gill shrugged dejectedly and turned away 
Junior moved in and made arrangements to send him a 
rental gun by the morning highway bus, closing with a 
strong plea for Gil to buy his own stud-driver. Gil grinned 


as he curtly answered, “Look, Junior, when I find a way 


j 


to install wiring jobs at $10 down and the balance on 
painless payments, like everybody els Nusime 


ht me om 


now-a-day mavbe | can 

Sav. Gil Murtin asked thoughttull Why don't 
you sell yobs on the installment plan? 

Why don't I what? Man, I just about collect from 
old jobs in time to pay the bills due on the new on 
Harrison ftarrl 
tic up like that?” 


exploded Where'd I ever get mon i 
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thinking of mortgage ¢\ 


Let the bank do uw. Iw 


tensions, ever look into then Martin explained and at 
puzzled trown cont dl suggest talking wit 
everal banks t ‘ fur the will go ia tight 
mone ituation. But at the i tll making any loan 
it all, th may regard the extension of a sound mort 
t prince nvesiment Ih Wha t cithy 
t increasing the payments ot leaving the payment 
constant d the of the mortgage 
Find out how the handl in FHA, a Gs. LL, or othe 
mortvawe Cork ou have learned how thes 
\tensior ire handled he important thing how vo 


ent our story 


Yeah, how do | make th nto a ostallment plan 
qu ned Harrison Coin ustome! pul a wing on 
hu hous« Sore hank that and all | can 1 
member about ut that | had to wet the ustomers ap 
proval on the bills and turt hem into the bank 


Sell Modernizing 


burst elect some job that has been jerry-patched tk 
the point where ou hat to touch the thin ul 
Martin Lake opert hat been m 
proved otherwise while th depreciated’ It 
propos that the lect il installa 
tion, get rid of is for ve come and 
enjoy the new con en ina urity of the rostallation 


while he pa for it 

Including built-in appliances in the plan helps to sell 
Mi Homeowner. You're actually doing the owner a 
vreat service, for as you well know, this owner will never 
of this He know 
that he should, but there are so many pleasant ways to 
spend money. Next, you a 


save money ahead to ck ! 


re building a small unprofitabk 
job into a job of consequence that can give your cus 
tomer real satisfaction, Takes time to figure a job like 
th and satisty the bank on detail rut it 


elling advantage tl Vorthw 

Say, Jumor, could you help me figure a couple of 
on ilong the line your bo Wil sugvesting’ Harrison 
asked Maybe if an it up im sell af 


Dealer's Choice 


Junior made a definite date to check two jobs with 
him next trip and then he returned to Brubacher to ck 
liver the message about Mrs. Crocker’ range. Old John 
hook his head in disgust | knew it I knew this wa 


to happen. Juntos you use some of that 
persuasion of yours on Jerry Smith ce if you can make 
him that every time he ell in appliance without 
onsidering the wiring, he just asking for troubl 

told Jerry that the ontran it € rockel Was OVel 
loaded, but he wa fraid hed lo th ilk ind he wa 
pretty sure it might work oO we put in the range, have 
lots of troubl ind now we | i istomer, and all 

Martin watched the old electrician leave with sym 
path Steven | | t ha ked lo i better ex 


imp ot the need of the el ctric track working lope ther 


Your applhance dealer can create lots of work for the 


vireman. In turn, your contractor in create lots of 
vork for the wireman. In turn our contractor can 
reat iles of appliances it he sells modernizing, rather 
than that glamork product With both on your 


team ou ‘ lid doubl our business. Now 


asking me how to eget these people 


Hold it, Chief! | know what the answer going to b 
All of my question em to bring the same answer. Sell 
ing alwa pro th olution broke in Junior 
ind h ontinued with a grin And you know what 


( hief—by now, you've really got me believing it 


COMING NEXT: How to work with factory salesmen 
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ONLY CONNECTORS 


for flexible liquid-tight conduit* 


OFFER ALL THESE ADVANTAGES 


90° ELBOW, 
NON-INSULATED 


STRAIGHT, INSULATED THROAT 
(Cutaway) 


FEMALE HUB 
| 
Coupling 


patents pending 


THE T&B LINE provides a size range of %" to THE T&B INSULATED LINE complies 

4” in the straight, 45° and 90 angle types. . with all codes: 

The National Electric Code (Paragraph 3736b) 
J.1.C. Standards (Paragraphs 22.1.7 and 22.2.2) 

Machine Tool Electrical Standards (Paragraph 22.1.7) 


THE T&B LINE includes combination couplings 
from ¥%" to 


A T&B Liquid-Tight connection can’t be 
half safe. The mechanical strength, conti- 
nuity of ground, and oil seal are all inter- 
dependent. Each gives positive assurance 
that you have all three. And T&B’s more 
compact design means easier installation 
and improved appearance. 

Your T&B distributor has this complete 
line in stock. Be sure to ask for a demon- 
stration. ..or write direct to T&B for 
detailed specifications. 


* Sealtight or equivalent 


IT'S THE MARK OF AN AUTHORIZED T& B DISTRIBUTOR 


MA BETT 
The complete line of T & B fittings for conductors and THE e 


raceways Is sold only by recognized electrical wholesalers INCORPORATED 

Way yeu Hie 20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 

friendly local source. Call him for all your electrical needs THOMAS & BETTS, LTD., MONTREAL, P. Q., CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 


LOOK FOR THIS SIGN — 
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Overhead... in ducts... underground 


Sell one cable for all three jobs—Anaconda Durasheath 


Overhead .. . in ducts . . . underground. | iri handles easily. Costs less to install 

sheath neoprene jacketed cable can be sold for Stock one cable instead of three. You save prace 
every type of powe! applic ation up to ISkv. Tough paperwork with all purpose Dur sheath, One 
jacket resists weather, soil acids, abrasion and cable does the work of three. You cut inventor 


hanvic al 


Versatile Durasheath excels everywhere 


One continuous run without splices. Durasheath See the Man from Anaconda for full information 
Cal be underground to overhead to die ts. an onda ire ( able ( omp mv. Bro ict Vil 
one length without splicing Light, flexible, it New York 4, N.¥ 


ASK THE MAN FROM ANACONDA 


FoR DURASHEATH CABLE 


fA 
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THE SALESMAN’S TECHNICAL NOTES No. 48 


CONVENTIONAL 


LOW - VOLTAGE 


Swi TCHING: ourLer SWITCHING: OUTLET RELAYS be mounted 
Box yn outlet box as at 
or ganged (7a certra/ 
OCaATIO/7: 
RELAY 
LINE - VOLTAGE WIRING LOW-VOLTAGE WIRING | FIXTURES CABINET 
FROM FIKTURE TO FRomM FIXTURE TO 
WALL SWITCH WALL SWITCH 
LINE-VOLTAGE LOW-VOLTAGE SWITCH 4 


FUNDAMENTAL DIFFERENCE Sefween convention ou-vornce | 


al and tw-vollage suitching is fhe use of a 


Low- VOLTAGE | 


relay to switch the arid a low-vollage swiTCHES— 
momentary-contact switch to contre the re/ay. 


THREE BASIC SYSTEMS are use for low-vo/fage switching: 


115- y, WIRING V. WIRING FIKTURES , 


. 


2 LoW-VOLTAGE 2 LOW- VOLTAGE | LOW-VOLTAGE 3 LOW- VOLTAGE |NO WIRING 3 Low- VOLTAGE 
WIRES BETWEEN WIRES BETWEEN WIRES BETWEEN WIRES BETWEEN BETWEEN WIRES BETWEEN 


EACH RELAY RELAY SWITCH | EACH RELAY RELAY SWITCH /|RELAYS RELAY SWITCH 
| | 
SYSTEM A: CENTRAL | SOURCE, | B: CENTRAL POWER SOURCE,| SYSTEM C: LOCAL POWER 
Z-wiRE Swi @ Dower Power SOURCES, 3-WiRE SwiTcu- 
Supply serves switch-| serves a/l/ relays; 4 Fransformer 
es do nor have separate contact | Included with each 
"off" contacts; pressing push- es have separare “on” ¢ 


relay; switches 
button alternately turns tix-\ “oft” posi tions. | ¢ 
ture on and orf 


BIG ADVANTAGE of fow-vo/fage switching MASTER CONTROLS are auz//- 
(s that any number of switthes r7ay able fo provide guick or- 


be connected jn paralle/ Fo cor7tra/ @ off contro/ ef many Cir- 
&ixfure from differen?’ Jocarions : custs from one or more Jocations. 


“ort 


EXAMPLES: 25 Circa FS ort 
| or off jn rapid se- 
sd A room with foree : | puence. Another 
enrrances flay Ase > 
2 door te contra the cartiro/ 32 citeut ts 
BATH 
SELECTOR SWITCHES 
A bedroom hal! fight BR are used Tor rapid, 
@s 71 s a 12 s, 
Ledroorra sy @ ants also 
wel/ as S BR permt (vidual 
Aad arid foor on-off switching of 
of cet any single circuit 
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Pinpoints the Information You Need on... 


By J. F. McPartland 
and W. J. Novak 


N MODERN electrical systems for 

all types of buildings, there is a 

growing trend toward the conven- 
ence, flexibility and economy of 
various types of remote control switch 
ing of lighting and appliance loads 

One type of remote control switch 
ing makes use of small relays which 
have contacts to open and close the 
circuit to the lighting load and have 
a small electromagnet operating at 
some voltage under SO volts to control 
the opening and closing of the con 
tacts. This type of control is com 
monly called “remote control” switch 
ing, “low voltage” switching, or “relay 
switching 


Application 

[he use of low voltage relay switch 
ing offers many advantages for use in 
residences, commercial institu 
tional buildings and industrial 
plants 

It can be used for controlling one 
or any number of outlets on a circuit 
or for controlling the entire load con 
nected to the circuit. It offers greatly 
reduced wiring requirements for con 
trol of lighting circuits compared to 
direct manual switching at the voltage 
of the circuit 

If one or more lighting fixtures i 
to be switched at line voltage by a 
typical wall switch, the wiring to the 
switch and the switch itself must be so 
constructed and installed as to meet 
the requirements of regular circuit 
wiring 


If the circuit voltage is 277-v in 
stead of 120 as iS being found in 


more and more modern installations 
the wiring to the switch must not only 
be standard wire-and-conduit or ap 
proved cable construction, but th 
witch itself must be rated for th 
higher voltage 

Low voltage relay switching elimi 
nates any need for line voltage switche 
and line voltage switch legs in. the 
wiring system, reducing costs and add 
ing safety. And the operating coil ci 
cuits in relay switching systems may 
be operated manually through the use 
of small pushbuttons or toggle switches 
or automatically through the use of 


photoelectric devices, time switches 


or other controls 


December, 


Relay Switch 


Low voltage relay switching is gen 
erally used where remote control and 
or trequent individual control is re 
quired tor each of a number of small 


120-¥ of Vv lighting loads, such as 
individual luminaires or small group: 
of closely-mounted luminaires 

In general, this type of control ts 
confined to lighting or individual ap 
pliance loads in relatively small areas 
This would include residences, privat 
offices, stores, restaurants, night clubs 
certain rooms and small areas in 
schools and hospitals and other places 
where necessitv or CONVENICNCE ck 
mands multi-point and/or remot 
switching 

In typical relay-controlled cit 
cuit, the relay contacts close and open 
the hot conductor which supplies line 
voltage to the one or more luminaire 
or other loads which the relay control 

Ihe relay is generally a three-wire 
mechanically-held device with a di 
tinct internal circuit for Opening the 
contacts and another for closing the 
contacts although one ystem use 
a single-winding relay to alternatels 
open ind close contacts 

Ihe main relay contacts will open 
or close depending upon which opera 
ting circuit is energized from the low 
voltage source \ ste] down control 
transtormer of very low capacit (i 
typical case might be voltamperes) 
is generally used to provide the low 
voltage And ce pe nding on the system 
the transformer might be used for 


a single relay or for i number of 
relays. In an ise, on-off control of 
the load 4 exercised by mean ot 
ome mall witching device which 
ctually controls low voltage energy 


flow to the relay coil Operation ol 
the relay contacts is then a secondar 
witching action in re ponse to the 


witching of the low voltage ircuit 


Installation 
1) vr ind lavout of low olt 
relay switching systems can be made in 


many Wa depending upon the relay 
omponent used, the branch circuit 
onditions and the particular control 
requirement 

In some ist ill of the relay unit 


may be mounted in their own separat 


enclosur neal the | inclboard con 
taining the branch circuits which the 
relay witch Thi cas vould he 
typi al of ommercial ipph ition 
where each rela‘ ontrols il] «oth 
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ing 


livhting on one branch circuit. In such 


a case, the transtormer which supplies 
the low voltage could be mounted tn 
the same enclosure. In applications 
here a singh panelboard serves a 
large number of liehting branch cu 
cults over a very large area, such as 
large office areas in commercial o1 
mdustrial building i number of re 
lays issociated with each ection of 
the overall area may be group-mounted 
mn an enclosure in that area. Still 


nother layout possibility which 
offers best results when individual out 
let ie to be controlled—involves 
mstallation of individual relay mn 


outlet box 

Another type of low voltage relay 
vitching tem make use of com 
bination relay-transtormer units. In 
these unit the transformer has to 
upply low voltage to only one relay 
The compact units are made tor ready 
mstallation mm outlet boxes and will 


provide control for loads ranging from 


one outlet to a complete circurt 

With th tem, the transformet 
primary connected to the line con 
luctor it the pont of installation im 


the outlet box I hv onnection of the 
lia ontacts into the hot conductor 


ilso made in the box. From. the 


outlet box, only the low voltage con 
trol wiring has to b mcd down to 
the | Oltug Vall witch 
Determination of the exact layout 
for any low It witching system 
wsuall depend upon the ve oft 
loads to be controlled by each relay 
It invariably resolves itself into an 
inalysis of relative lengths of line 
Oltape maductor ind low voltage 
onducto! for various placements of 
rela How er, the type of system to 
be used in ar isc 18S also an mMpor 


tant factor in the | t layout 


manulacturer ot th man 


omplet | Lape witching 
ms pi le the detailed lite 
i pl ol | 
nstallatu tem 
ner nst n of th 
itlal ter | 
All of th nder 
Remote Cont ter Artich 
f the National Flectrical Code 
Regul Minit n used tor 
the low voltage rcuit and it need not 
I nst ed in 4 Installation of 
‘ oltuge witch lon nat require 
! 


Next Month: Magn. Contactors 
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Highly functional—yet strikingly im- 
pressive, describes the new Terminal 
3uilding at Cleveland's Hopkins Airport. 
It’s part of an $8 million improvement 
YOUNGSTOWN program that will restore Cleveland’s 
position of national prominence in the air 
transportation industry. 
“BUCKEYE” Planners of the airport's revitalization 
project wisely specified Youngstown’'s 
“Buckeye” Full-Weight Rigid Steel Con- 
duit for life-time protection of the 
CONDUIT Terminal’s all-important electrical wiring 
system. Electrical systems that fail to 
function properly are definitely a bad in- 
vestment 

oe protects wiring system of To keep your electrical systems func 
Cleveland’s new $5 million air terminal '0!!e4 Youngstown “Buckeye” Conduit, 
Satisfied users tell us, “It’s easier to bend 
and thread — easier and faster to fish 
wires through, and due to its superior 
corrosion-resistance, gives a much longer, 

trouble-free service life.” 

“Buckeye” Conduit is the specification 
of many leading building owners, archi- 
tects and contractors—why not make it 
yours, now? 

Leading distributors in the industrial 
and electrical markets carry complete and 
ample stocks for on-the-spot delivery to 
your job sites. They’re awaiting your 

Cleveland Hopkins Airport, Cleveland phone call—today 

Outealt, Guenther & Asso 
ciates, Cleveland, Ohio 

Flectrical Contractor: Polacek Electric 
Co, Cleveland, Ohio 


Conduit Supplier: Westinghouse Elec 
trie Supply Co., Cleveland, Ohio 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 
Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 
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‘Standard- rigid steel conduit is 

the only wiring approved today 
-by the Electrical Code as 

moisture-, vapor-, dust- and explosion- 

an proof for use in locations and | 

occupancies, 
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ta house-time 


... the new 
switch 


from 


Bryant 


THE NEW BRYANT No, 6001 “T"-RATED WALL SWITCH 


Include the new No. 6001 in your next stock order. It fills the bill for residential developments 
COMPACT — plenty of wiring room, STRONG~—built to last a house-time, HANDY — captive mounting screws make installation easy, 
SAFE—fully enclosed operating parts, STURDY—large yoke with more exposed plaster-ear area. Available now for quantity shipment 


introduce ‘newest addition to its complete «tricians on every job. ‘asi istallation 

line of moderately "eed wiring device It’s the new yhest quality And brvant not only 1 nul 
Bryant No. 6001 wall switch. Available with brown or ‘ederal and Underwriter Laboratori tand Make 
ivory handles ... single pole or 6 way. yant first choiwe there no need to chung brand 
This new switch give you the bryant name... from job to job. 

Bryant quality at competitive prices. Now more than 

ever —you can wisely supply Bryant on every job iryant Knygineer for a sample of the 
Bryant’s broad, complete line ol Wwiriny dey ice i No. 600] | nin upply all yout wiriny 


designed to meet the specific needs of contractors and y need 


Recommend the complete Bryant line .. . BUILT TO LAST A HOUSE-TIME 


No. 5242, 5262 grounding No. 6142 duplex outlet. No. 9303 three-wire No. 9306 heavy-duty No. 38430 three wire 


duplex outlets. polarized connector three-wire polarized polarized cord sets 


commector 


company 


BRIDGEPORT 2, CONN. ® CHICAGO ® LOS ANGELES 
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TIPS ON THE CODE 


Designed to help you backstop customers on... 


Article 300—Raceway Fill 


Here's the background and the latest comment on the Code rule covering two 


concepts of safety to be satisfied when installing conductors in raceway 


of Conductors in HE 3012 Code provision covers [he second fundamental is satisfied 


3012. Number 


Raceway. n gene the percentaade two fundamental concepts of safety by de-rating the current-carrying 
f the tota , artinn which must be. satisfied when capacity of the conductors as follows 
{ installing conductors in a raceway | to 3—100%, 4 to 6—80%, 7 to 9 
They are 70‘ There is no de-rating factor 


1. The mechanical injury involved established — tor more than nine 
/ when installing the conductors in a conductors 
ra thie diccina 
raceway, and As a. result, various conflicting 
4 The heat produced by the cur methods of procedure been 
ry ' rent-carrying conductors which varies ¢Stablished in the field, in line with 
tors, 266 the I WING SECTION ' with the number of conductors the concepts of the various inspection 
th act ¢ involved authorities 
ectrical meta fut }, 3466 irtace In order to satisfy the first funda According to the 1956 Code, th 
netal raceway $524 inderfloor mental, the Code has limited the  Yarious types of raceways recognized 
racew etal { number of conductors which may be  #S Wiring methods by the Code have 
‘ . ‘ 
eways, 3564: wirewa 1694 installed in a raceway. In the case of — limitations as shown by the following 
74 conduit and tubing the conductor fill ble 
/ , P L912 is limited to approximately 40% of 
the C. S. A. of the conduit, except 
oO “tor the 50% fill recognized for rewir CONDUCTOR —DE-RATING 
Remote Contr low Enerav Power RACEWAY FILL LIMITATIONS —- FACTORS 
v ing existing raceways. A further lim 
Conduit 40% 9 Yes 
Low V« ge rower ana yna ' itation of nine conductors also ts Tubing 40° 9 Yes 
sits, Article 72! imposed subject to a few exceptions Underfloor 40% none Yes 
Cellular Metal 40° none Yes 
Cellular concrete 40% none Yes 
Wireways 20% 30 No 
Fig. 1: New Concept of Raceway Fill Aux. Gutters 20% 30 No 
44 No. /2 conductors 40 No./4 A casual review of this table ap 
+ & conductors pears to indicate inconsistent reasoning 


~ Rorl 
with respect to the rules established 


for the various types of raceways 


S.A. 2 conduit*3 36 sq in 40%+/ 34 sq. in 
A, No./4*,O327 sq.in. 4OX 032721308 s¢@. 
/5 amps Assume no neutral conductors Tentative Interim Amendment 
No. 110 


90} india opacity No./4=9amps In view of the foregoing, the Amer 
ican Iron and Steel Institute sponsored 


2 | < amps 
| 3-6 conds a complete investigation of raceway 
* 90% O.5 amps fills under variable conditions of use y 
: conds Ihrough the facilities of Under- 
“" 0 % 9 amps writers’ Laboratories and under the 
supervision of a working committee 
asl 60% | 75 amps representative of the interested seg 
° eas > ments of ouf industry, this investiga 
: : tion produced a U. L. fact-finding 
e4 report, which undoubtedly is the most 


comprehensive study ever conducted 


on raceway fill 
Ne. conductors in conduit. Current capacity 12 amps This report which covers 50 pages 
J of test data, with pertinent observa 


ELECTRICAL WHOLESALING—December, 1957 


ES ‘ 

| 

= 

) 

‘ 
2 
| 


in a series by B. A. McDonald 


NOTED AUTHORITY ON THE CODE 


NO. 12 


recommendations submitted to the 
electrical section, N. F. P. A., during 
March 1956 

|. That there be limitation 
whatsoever placed on the number ot 
onductors to be permitted in a singel 
raceway Of any kind, provided th 
following restrictions are satisfied 

a. Maximum fill. 40% S. A. of 
the particular raceway 


b. De-rating factors be applied to 


the current-carrying capacity of the 


conductors as tollows 


1-3 conductor 

1-6 
O% 

25-42 60 


and over 


It is significant to note that th 
recommendations apply to all ty4 rf 
eceways, regardless of design o1 an 
parucular application 

Fig. | illustrates the effect of the 
derating factors on the current 
carrying capacity of the onductors 
ind emphasizes other tactor Which 
must be considered when installing a 
large number of conductor in 
raceway. It is quite evident that an 
economy achieved through the maxi 
mum effective use of the racewa is 


offset to a degree by the uneconomic 


use of the coppel 


Copper rated at 14 AMPere is not 
eflectivels 


used when it is limited to 


amperes 


But there are several application 


Where such a combination of con 
ductors and raceway may be used 
to advantage uch as circuits which 
are lightly loaded, remote control 
conductor etc. Other factors to be 
considered: long circuits where voltage 


drop ts important 


Fig. 2 shows a wirewa apy lication 


According to the 1956 and previou 


( odes, the wireway fill was limited to 
0% of the total ¢ S.A. ot th 
way and the derating factor overimneg 


the number of conductors involved did 


not apply 


According to the new provision 


+) fill is recognized and the derating 


factors apply It is quite evident in 
it metal 
raceway 1s used efficient but th 


the example shown th: 


copper conductors will, in many case 


used inefficiently 


Fig. 3 shows an auxiliary itter 


ipplication which has been used ex 
tensively at main services. According 
to the 1956 Code the fill was limited 


to 20% with no derating of condu 


tors. According to the new provision 


December, 


tions, iS the basis of the tollowinyg 


Fig. 2: Wireway Application 


Fig. 3: Auxiliary Gutter Application 


7X9 wirewoy.7or gins 
A 59/7 X4 3668 sg 
5é A 384 SE 2/504 sa 
A Juctors 45/72 


g 
¢ é type / 
Ny 4 As 
A. guitte 75 $q 10% A 
en ying capacity 4 47) ps 
nultiple 4a Nps le "9A nps 


if Panel No s electrical ection 
N. I P. A. and other interested par 


Ics Difference of opinion have iisen 
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the fill is increased to 40 but the vith respect tk the idvisabilit ol 
onductors are derated. In the exampk ubjecting some of the wiring method 
hown, ther i loss of 480 ampere overed to the limitations established 
ich set of multiple onductor in the report. As a result, the 1956 
due to derating. Her ivain the od i onstituted prevail 
ent use of copper noticeabl ind 
appear that the u of a gutter 
vith bare copper or aluminum bu 
will be found to be a more With this installment, EW com. 


ethorent application 


pletes its current series on the 


IMPORTANT: As of October 19 + , 

A. No. 110 has not been accepted ational blectrical ode. The 
a Code rule. During the past vear 12 installments of “Tips On the 
has been studied by the member Code” will shortly be reprinted 


and offered as a booklet. 


re 
Assume feeder rcuils 3 pr wire wye We hove eulrals fors courted 
for derating € BS fuctors 50% factor 
ent ying Ipaocity 
No. /2 RorT mps 50% nps 
ag 
_ 
da 
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“WE'LL HAVE IT ON THE JOB 


Seane An electrical distributors warehouse 


ELECTRICAL @ 


WHOLESALING 


cation 


Your electrical distributer offers you these services 


The onty 
to me 
tute: 


FEATURED 


Selling Your Importance 
To Your Customers 


That's the purpose of an institutional advertising campaign developed by EW 


OW 
curred to 


often has this thought oc 
Why 
should | buy from a distributor? 
I could probably make a better deal 
for myself by buying direct from the 
factory. 
he 
And just as 
tical 
ervice 


With 
WHOLESALING has 


your customers 


obvious answer: many times 
obviously, the most prac 
way to counter it is through 
and education 

ELECTRICAL 


an ed 


this in mind, 
undertaken 
ucational program that dramatizes the 
distributor 


services the electrical 


uniquely provides to his customers 


Six two-page advertisements have 


been developed (three are shown). 
Fach depicts wholesaler people in the 
act of doing something important for 
their Customers 

The six situations portrayed are 


“We'll have it on the job first thing 


in the morning . . .”—-the service the 


distributor performs by being a one 
order source of supplies that are avail 
able for 
job schedules require 

“Hold dinner .. . U've got one more 
call to make”—the emergency deliv- 
ery service provided by the outside 
salesman 

“Hang on... PH check the price 
sheet for you”—the tau 
furnished by the inside salesman 


delivery immediately or as 


price service 

and 

his doubling as an expediter, trouble 
shooter and communications hub 

“What's the best outdoor plug recep- 

that is 


tacle? the 
offered at the wholesaler’s sales con 


answer service 
ter, plus its role as a product and 
application idea exchange 
“Service goes out to the job site” 
the on-the-spot service that salesmen 


give by being on the job when the 
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customer needs them 
“This school gives no diplomas... . 
(because the course never ends)” 
the customer service that 1s inherent 
in distributors’ sales meetings 
Each ad makes the point that these 
reasons why “it 


are among the pays 


to do business with electrical 
distributor 

They 
Electrical 


nance, the 


your 


have appeared this year in 


Mainte 
Magazine 


Construction and 
McGraw-Hill 
37,000 electrical con 
plant men, 
consulting engineers and motor repair 
It is planned to continue the 
series in EC&M during 1958 

laking note of the program, the 
NAED Board of Governors, at the 
association’s annual convention in 
May, expressed “the appreciation of 
all wholesale distributors.’ 


subscribed to by 


tractors, electrical 


shops 


1957 


3 

ge 

68 


DINNER... 
'VE GOT ONE MORE 


He s your electrical distribyter salesmen 
customer colts, just ebout quitting time 


Se the salesman phones home: held dinner 


ELECTRICAL 


Your electrical distributor offers you these services 


o 


A 


FEATURED: help i 


“WHAT'S THE BEST OUTDOOR 


ELECTRICAL 
Wholesaling 


Your electrical distributer offers you these services 


FEATURED: prod 
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FIRST! Printed (not indented) 
permanent COLOR CODING 
is easter to read-—makes 
size identification positive 


and quick 


FIRST! Aluminum Sensitized 
Tape seals the Blackburn 
Sleeve's ends. Easy to 
puncture and, if a particle 
of the seal is pushed into 


the chamber, it is conductive 


FIRST! Each Blackburn Sleeve 
contains the superior Black 
burn inhibitor, Contax, in 
measured amount. Wont 


squirt out on glove or in face, 


its 


4 


= — 

= = 

= — 

= = 
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JASPER BLACKBURN CORPORATION, 1525 Woodson Rd., St. Louis 14, Mo. » WYdown 3-9430 


You get 


CONDUCTIVITY 


BLACKBURN 


SERVICE ENTRANCE SLEEVES 


because Blackburn...and Blackburn alone ... provides 


GREATER CONTACT AREA 


where needed 


Hole Depth Increases With Size of Conductor... thereby providing 
more contact area for the conductors being connected. < 


WIRE SIZE | HOLE DEPTH | 
COLOR CODE pea | ACSR AWG IN INCHES 
Brown P ] 6 sol 1O str 820 
| Blue 6 4 sol str 840 
Orange ie , a 4 2 sol 4 str 925 | 
Red | 2 2 str 1.010 | 
Yellow. | | 1185 


The center stop in a Blackburn Sleeve is a solid barrier that assures proper distribution 


of the inhibitor around the conductors 


Conductivity of Connection PROVED GREATER Than Equivalent 
Length of The Conductors Being Connected. 
TYPICAL CURRENT CYCLING TEST 


| 


; | ; ; 


Diameter Sleeve 


A series of typical current 


cycling tests were conducted 


me Note the lower resistance 
- compared to the equivalent 
v ] length of cable without 
oa | any sleeve. 

5 4 
NO Ww CYCLES 


Test Conditions 
Wire: 2 ACSR to 4 stranded copper Length of Connection: 24 inches 
Current: 190 Amperes Curves represent an average of five tests 


Cycle: 2 Hrs. “On” 1 Hr. “Off 


Resistance of equivalent length of wire: 527 Microhms 


By 
— | YY 
pe YY 
| 
= 
is 
| 
if 


WISHES 


FOR A 
HAPPY & 
PROFITABLE 


NEW YEAR 


REMCON 


REMOTE CONTROL 
SWITCHING 


AMPROBE 


SNAP-AROUND 
VOLT-AMMETERS 


PYRAMID 


INSTRUMENT CORP 
LYNBROOK, L. | 
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For your ‘ 


Cutler-Hammer has pioneered the development of many vital electrical 
control components for aircratt. The dependable performance of this 


equipment in the best of today's military and commercial planes con 


tributes directly to your security 


For your 


Dependable Cutier-Hammer Motor Con- 
trol makes the modern water supply or 
sewage disposal plant a model of quiet 
efficiency and impressive cleanliness, a 
steadfast guardian of the public health. 


Proper electric motor performance is the 
very heart of air conditioning and the 
leading manufacturers of such equip- 
ment, from small window-installed units 
to complete systems for huge bulidings, 
use and recommend Cutler-Hammer 


Electric motors and the control equip- 
ment which must direct and protect 
them have an astounding variety of jobs 
to do today. Modern aircraft and steel 
mills, for example, are poles apart in 
their needs. So are machine tools and 


air conditioning systems, sewage dis 


posal plants and automobile assembly 


lines, oil well pumping and newspaper 
press drives. Each requires its own 
highly specialized control techniques 
and often control equipment just as 
highly specialized 

For sixty-five years Cutler-Hammer 
engineers have worked with the tech- 
nical men of all industries on the special- 


Motor Control, 


Cutler-Hammer Three-Star 
Motor Control sets three new 
cost-cutting standards, installs 
easter, works better and lasts 
Featured by leading 
machinery builders. Stocked 


longer 


for your convenience by your 
nearby Cutler-Hammer Dis 
tributor 


ized needs in motor control. In industry 
after industry they have been in the 
forefront of progress for decades, for- 
ever ahead with the leaders. It is logical 
that Cutler-Hammer Motor Control is 
so frequently the specified choice of both 
designers and users of specialized equip- 
ment where dependable performance is 
so important! And it is also most logical 
that you will find it pays to specify and 
insist on Cutler-Hammer whenever you 
order control 

CUTLER-HAMMER, Inc., 
1327 St. Paul Ave., Milwaukee 1, 
Wisconsin Canadian 
Cutler-Hammer, Ltd., Toronto 


Associate 
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An Index of Articles 


Here's a listing of all the articles that appeared in Electrical Whole- 


saling in 1957. Why not clip it and keep it handy for easy reference 


Salesmen in Action 


Technical Know-how: Sure Key to Profitable Sales, 
Feb., p. 36 

That's what it means tor Benfield Electric’s hot sales 
man, Tony McHugh 

They Proved Creative Selling Is Still Alive keb., p. 70 
How? By pioneering the market for a sleeper product 
in a big way 

Troubleshooting Is My Specialty March, p. 70 
There's increased profits tor Bryant Electric with 
motor control Know-how 

“Selling Supplies Is Like Playin’ Baseball” April, p. 67 
An ex-Texas Leaguer offers solid selling strategy to 
help you score 

Back Strong in Housewares April, p. 83 
National outlook may be “cloudy” but tor Davis, it's 
clearly profitable 

lo Make This Sale: 52 Calls May, p. 5% 
Mid-Island’s Milt Chrisman waited two years to clos 
this $10,000 sale 


Pioneering That’s Paying Off May, p. 66 
An eight-page report on the Elec. Corp. of California's 
hard-hitting program for selling engineered product: 
profitably 


Selling the Big Stuff Doesn't Scare Him Anymore, 
June, p. 36 
With a little knowledge, Bob Magee turned a bugaboo 
into big profits 


Building Accounts From Peanuts to Profits July, p. 36 
How salesman Bill Clark boosted his sales 900% in 
just SIX years 


“PH Sell to Anyone” Oct., p. 42 
How salesman Ed Kerns diversifies his selling to the 
electrical trade 


\ Counter Platoon System Oct., p. 48 
That’s Griffith Electric’s secret weapon for beating 
counterjams 


Selling Motor Controls in a Big Way Dec., p. 39 
That's what Frankenbush Inc.'s Lee Browne is doing 


right now—and profitably 


Sales Training 


Persistence—Plus Pays Off Feb., p. 72 
Sixth instaliment in a new series on the ABC's of sell 
ing 

Cracking the Tough Customers April, p. 74 
Seventh installment in a new cre on the \ He ot 

lling 


December, 1957-—ELECTRICAL WHOLESALING 


when you're seeking particular answers to your selling questions? 


[raining Tomorrow's Salesmen— LODAY-——Part 1, 
May, p. 83 
First of a two part analysis of Tristate Electrical Sup 
ply’s }&-month training program designed to turn out 
salesmen ready to sell tomorrow's products 


Producing a Sock Sales Meeting June, p. 39 
C rowder’s Fred Taverna has a tour-step program that 


scores every time 


Pegging a Customer's Potential June, p. 44 
bivhth installment in a series on the ABC of sak 


training 


training Lomorrows’ 
June, p. 61 

Second half of a special report on Tristate Flectrical 

Supply 


out salesmen ready to sell tomorrow 


IS-month trainmyg program designed to turn 


product 


Building Customers’ Markets Aug., p. 48 
Ninth installment in a series on the AKC of sales 


training 


Keeping Profitable Customers Oct., p. 52 
Tenth installment in a series on the ABC of sale 
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GEDNEYS RIGHT THERE YOUR 


helping save time ...hold down costs 


CORNER FITTINGS? Well, here are three rest of the full Gedney line they’re made of un- 
that have proved immensely popular for the breakable malleable iron...accurately machined 
simple reason they’re easiest to install — save and threaded... individually inspected. Order 
time and labor that really counts up. Like the Gedney — always — for lowest installed costs! 


90° CORNER ELLS 


Fitted with gasketed cover. Both ends female. 
Made of malleable iron, cadmium plated. Avail- 
able in a full range of sizes from ‘2 to 2”. 


90° CORNER ADAPTERS 


Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 
plated. Your choice of sizes from '2" to 2”. 


CORNER PULL-IN CONDUIT ELLS 


Today’s top specification for space-saving, ma- 
chine wiring, easy wire pulling. Malleable iron, 


cadmium plated. Sizes run from ‘2 to 2”. 


GEDNEY 


ELECTRIC COMPANY 


4 


RKO BLOG «+ RADIO CITY «+ NEW YORK 20 
foundry, Factory and Shipping Point Terryville Cenn 


GEDNEY FITTINGS FIT 
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WHITNEY BLAKE 4 


Protects Your Profits. 


WHITNEY BLAKE DYNAPRENE and all other WB portable cords are 
sold only through established electrical distributors . . . the 
WHITNEY BLAKE line is the profit-protected line. 


WHITNEY BLAKE produces DYNAPRENE and other portable cords 
by the continuous vulcanizing process that provides a premium cord 


at much less than premium prices. 


For portable cords of good quality that will serve your customers... 


and you... best, look into the WHITNEY BLAKE line. 
a 


NAPRENE FEATURES 


HIGH FLEXIBILITY 
LONG FLEX LIFE 
STRONG — TOUGH 


STANDS UP UNDER 


FLAME RESIST ANCE 


Write TODAY for this 
complete catalog .. . 
no charge, of course. 


Well Built Wires Since 1899° 
( 
WHI NI Rl Ak f C NA DA NY 


NEW HAVEN 14, CONNECTICUT 
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WE GUARANTEE tht the sound leve OUR MODERN TESTING FACILITIES enable us 


Sorgel dry-type transformers are w below the to prove the low sound level, effictency, tempera- 
established standards in ALL ratings up to 3000 ture rise, and performance of Sorgel transformers 
Kva, and all voltayes up to 15,000 volts. This ha before installation 

been an outstanding feature in Soryvel transform 

ers for mon eal in fact, we are the originators 


low sound level dry type transtormet INSTALLATION SAVINGS. SORGIL dry type 


transformers are so quiet that they can be in 


HIGHEST ENDORSEMENT. Sorve! Sound-Rated talled in any covenient place inside of buildings, 


transformers have earned the highest endorse Close to load centers, This results in shorter feed 


ment of leading engineers and = discriminatiny ers, better voltage regulation, more efficient dis 


user tribution, and lower wiring cost 


Substation Transformers 


The ame quiet ore transtorme! i rating ip te 000 Kya and up to 15,000 volt 


ire also incorporated ibstation 
Procurable vith an type or make of Vi yei om Station manufacture 


Sales engineers 
in principal cities. 


Consult the 
classified section of 
your telephone directory 


or communicate 
with our factory 1000 Kvoa 13,200 volt Sorge!l dry-type transformer in a substation—Comportment panel removed 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wisconsin 
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Wholesalers are finding many new 
business opportunites with ZOM4L42M 


the only complete low-cost fire alarn ystem! Zonalarm is ideal 
for farms and larger homes, warehouses and smaller factoric 
motels, offices, retail stores. And Edwards helps you sell Zonalarm 
with ads to contractors and users, plus technical sales a 
tance! Look how Zonalarm was installed at much-publicized new 


Mid-Island Shopping Center, Long Island 


ZONALARM 
Listed “heat-guard” thern 


/ ZONALARM 


‘= 
4 


EDWARDS 
pe cialist Siqnaling Since 1872 
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ELECTRIC HEAT... 
Are you growing with this 
fast moving market? 


Chromalox Baseboard Heater 


Chromalox 


Electric Unit Ventilator 


Chromalox 
Automatic Wall-insert Heater 


Chromalox 


All-metal Radiant Panel 


Chromatox in-Ouct Heater 


Chromalox Fioor Drop-in Heater 


Chromalox Hi-Fiow Portables 


Cash in with Chromalox 
the complete quality line 


No doubt about it-—-electric heat 
is gathering speed everywhere 
finding new uses in homes, 
churches, factory offices, schools, 
motels--everywhere that heat is 
needed for comfort 

Not only new structures, but 
existing structures, use this 
modern method of heating. And 
this doubles your market. 

Klectric utilities, too, are de- 
voting promotional time to 
developing this huge market. Are 
you tying in? 


80 


Why not learn the electric heat- 
ing story now? Write for full 
details. You'll find nation-wide 
distribution and local Chromalox 
engineering assistance to back 
your efforts. 

You'll like the Chromalox line, 
too—renowned for quality the 


Chromalox Electric Heat | 


world over, yet it costs no more. 
With quality, there’s customer 
satisfaction, without call-back for 
you. Long life, fast installation, 
attractive appearance —are all in 
your favor with Chromalox. 
Write now—so that you can 
HEAT BETTER— ELECTRICALLY 


208 


Edwin L. Wiegand Company 


7595 Thomas Boulevard, Pittsburgh 8, Pennsyivania 
CHurchill 2-6400 


See our complete line in Sweet's Catalog 


ELECTRICAL WHOLESALING—December, 1957 


f 
a 4 ~ 
t - 
= 
7 
© 
j 


NEWS FOR THE INDUSTRY 


'58 Capital Spending Down 


@ Preliminary survey indicates 1958 new plant and equip- 


ment spending will be 7°, 


less than 1957. 


@ Electrical machinery, apparatus makers plan increase. 


R&D holds promise. Effect of sputniks. 


4ICQPUTNIK’'s no joke.” That’s the 

way enthusiastic amateur 
stargazer (by day, he helps build the 
electrical products you distribute) sum 
opinion on the first 
And the 
I co 


one 


med up public 
man-made earth 
McGraw-Hill Department of 
nomics concurs 

For the long pull, says the depart 
ment, the launching of sputniks is un 
important—busi 
than: (1) McGraw-Hill's 
business’ 1958 capital 
helow) (2) the 
fall consumer 


satellite 


questionably more 
ness-wise 
check up on 
spending plans (see 
sudden subsiding of the 
buying surge; or (3) the fallen-out-of 
bed and lurching-back-in stock mat 
ket 

“The 


economists, 


quoth the 
outlook for 


developments 

‘make the 
ahead less 
than it was hefore they 
happened.” But they stick to. their 
guns: next year, as a whole, will be 
a good year for business in general, 

Sputnik, they say great 
mobilizations on the 


business over the months 


promising 


will mean 
and 
scientific front 

Over the shorter pull—ot months 


sputnik can also be expected to slow 


stirrings 


the defense expenditure cuts already 
undertaken 


eflects of 


however 

(No. 1) 
expected to offset the repressive ¢ 
of the 


investment new 


tpan ive 
sputnik cannot 
prospective decline in husine 
/ lants and equi 
ment 
Translated: Business now plans to 
reduce capital expenditures in 1958 
by 7° over-all as compared with 
1957. And most companies plan to 
stay at their reduced levels in 1959 
(See tahle on pug 
However. the le 
suill high 
previous yeal ih 


vel now planned tor 
1958-59 js compared to most 

estimate 
tual 


and 


($36 hillion) is more than a 


pending in 1955 ($30. billion) 


only slightly less than spending in 1956 
$36.6 hillion) 
Plans reported in the department's 


Se ptember October surve ‘lim 
inary, because many 


complete thei 
later in the year. But 


have, in the past, a 


ompanies do not 
budget revicw 
preliminary 
surveys curate 
ly shown the trend of capital spend 


December, 


ing. And a three-yeat now 
apparently, 1s 
The 


proposed 


uptrend 

reversed 

the drop in 
equipment 


main reason tor 


new plant and 


expenditures is the sharp increase in 
manufacturing capacity combined with 
a leveling off of production to a not 
nearly-idle but tar-from-feverish &2 

of capacity 

e Manufacturing Plans 
drop in 1958 capital spending plans 
is concentrated in) manufacturing 
Where plans call for a 16% reduction 
next yeal 

e Electrical 
tion the 


aception—Omn 
machinery in 


ecacep 
electrical 
dustry which plans a 13° increase 
that make heavy electri 


Communications equip 


Companies 
cal apparatus 
ment and electronics for defense put 
ther 
a higher-than-average rate of Capacity 


Up—Caputai 


relatively 


poses, are Operating plants at 


e Holding spending 
hold up 


chemical process industries 


well in the 
Plans tor 


in petroleum refining 


will 


1958 are up 


only 4% n chemical 


ind otf 


NAED SECRETARY AL BYERS 


ers with a f 
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in rubber and 9 for stone, clay and 


glass 
e Off 


ipital spending 


Sharply-—Large declines in 
are predicted in the 
materials imdustries ‘4 for 
steel, 48 for 
lor 
holds for the 
of metalworking 
The auto 
30° less next year on new plants and 
Othe 
(including 
tment 16 


metalworking 


hasic 
nonterrous metals and 


pulp; the samy 


paper and 


machine tool seyment 


mdustry plans to spend 


equipment transport equipment 
makers aircralt) are cut 
ting machinel 
and 
Ihe food 
manufactu 
clines of 10 to 20 

I here is 
expenditure in 


other 


textile and muscellaneou 


maustrn show cle 
planned 

some evidence that capital 
may 


those 


manulacturmeye 

Only 23 ol 
i further reduction 

in Capital spending for 1959 

e Non-Manufacturing Plans 

utilities are 


stabilize by 


reporting now plan 


Vary 
Electric and ga plan 
mother mecrease in expenditure 
than 


nine 


in ifter pending more 
plants and 
heduled 


lowet 


$6 bilhon on new equip 


ment in The increase 
for 1958 is onl inal thi 
reflects 


rate probably rising costs 


The petroleum industs plan 


mali increase in xpenditures 
harp drop-—except 
Railroad 


nding by 


in mining show a 
mining, up 10 
cut back capital 


Other 


for won 


plan to 


in transportation 


Continued or 


page 92 


‘cere 
— 
1 
Va 
‘ 
1 
Ke 
a 
iy 
te 
427% 
‘ 
‘ 
- 
| 
left) discuss ervice ffered a ition mer 
Amer wr esale trade ass@ i? ma ar ganizat tw 
ng in Distribution.” The tour was sponsored by the Internat 
trat with the | Dept Comme BI f +4 4 ‘ 
snd directed by the European Productivity Ager saa 


A Case of 'Multiple-itis”’ 


That's how Distributor George Albiez diagnosed the ills 
that plague the wire and cable business today. He spoke 
before the recent Wire and Cable Section Convention, 
held concurrently with NEMA's 3lst annual meeting. 


ATI 


ANTIC CILy Speaking “a maticall ivnals the discontinuance 


an individual distributor,” Gaeorge Al of production of the previous model 
hiez pre Englewood Flectric Ihr urel i mor sensible way 
Supply Co Chicago and pre ident than to envage n the guessing game 
NAED, declared Vany or perhap thrust upon the manufacturer and dis 
most of the ills that plague the wire tributor in determining what to pro 
and cable hiusine today can he prop duce and what to stock 

erly diagnosed as ‘multiple “It is my suggestion that a thorough 


review be made and a set of stand- 


He listed as manifestations of the 


malaise: “multiple insulations; multiph ards be adopted that would elin nate 
: forms of sale; multiple warehouse from manufacture and sale, duplicat- 
multiple sales pricing structures; mul ing and conflicting grades of wire 
“ . ew grade 
tiple terms of payment ith the pro ision that no ne grade P . 
In a prefatory remark, Mr. Albiez be introduced without Cropping some 
: characterized the wire and cable in existing grade from the line .. . 
ale. 
dustry as a “group of string saver e Forms of Sale Fortunately, in 
a From a “fe hosic items and a rel this instan have only two var 
atively simple set of ground rul th ations nsider. outright: purchase 
‘ “fle \ 
bersini had seen “new groups of nd consignment, which reflect two 
tem with their own peculiar cond! chools of thought 
rel ting \ al Viev 
tions of sal constantly pyramided Again reflecting my personal view 
subyec 
on top of each other without stopping n the subject, the only possible jus 
ind look ng back to determine what Uificatior tor onsignment — selling 
item ofl ilk no longs rved = uld he lor the purpox of 
the needs of the constantly changing renting a distri mae tock on aur 
murket. and to take the moving item vhich turnover woulc 
lep of climinating them You need justi imen 
only look at your sales books today.” |"! nee distributors yin willing to 
he told the manufacturers. “to see ev the require S| wae 
Strangel noug understan 
what I mean by . . . string savers. 
Following are portions of Mr. Al {, prevailing consignment agreements 
biez’ remarks as he expanded on each ire limited primarily to building wire 
of the “multiple-itis ymptom a popular sizes and insulations 
mit then justifies consignment ot 
Multiple  Insulations— When 
the fastest turnover portion of such 
us a kid) first starting to work at . 
major commodity group as_ this 
Englewood in the warehouse and 
situation creates, in my opinion 
counter some 33 years ago-—the onl 
i degree of contusion in the mat 
building wire | knew was code grade 
ket 
plu u few sizes ot weatherprool! 
In my oOpinion—consignment a 
ind BX satisfied 90% plus of our uch 1 livect detraction from one 
STOCK GENERAL ELECTRIC vire demand Csradually improved f the prim rit pl . if the full 
‘ ) | Wiel ‘4 
BALLASTS. This can mean insulations were developed that would j 
functioning distributor—namely, that 
Digger profits for you Give dou viven job better I hese tech 
; of maintaining an investment in inven 
your customer the ballast nologically improved developments in 
tory suflicient to meet the needs of 
he needs when he needs insulation could not be denied, but 
GE’ 1 the local market 
it 1.E.’s full-line stock once they started to come, there was ; > ‘ 
e terms of Payment—'‘We are 
plan can help bring quick, no stopping them mnfronted with a variety of sh dis 
onter i \ ca 
casy to No one can quarrel with the counts ranvine from of 1% to 2% 
your sales dollars ( : 
: iG! A ‘ S ~ that the newer and better types ot ith payment dates of every 10 days 
Offi insulation hould be adopted where month ind once a month 
1ce tel hus been established that the degres every economic justifica 
can meet mos re Te 
of improvement ts sufficiently great as tion and need for an adequate and 
contrasted to the older types, but why realistic cash discount policy 
ew as vallas ypes » mame 
Cait in the name of economic common capital investment require 
a mnera ¢ j i i 
Sect sense continue to list and produce penis and slower collections from 
101.50.S ne tadvS NY these less efficient types? customers re-emphasize the need of 
It is significant to note that in establishing individual cash discount 


other highly competitive businesses policies at a minimum level This 


Continued on page 94 
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ballast men are amazed about cut Prismoid.- GrateLite’ 


Whe ecent itor to on r plat il saw a sec of the new uth 
Pricmoid Crate! ile fla on white paper eve d 
He held it up and exclaimed Its great! Its vot holes! 
Our visitor was a ballast salesman and he was mighty happy that the vorveou 
new Prismoid has holes. As he « \plaine d. almost everyone i 
ene losing ballast. cooping up thre he at. cutting down hixture «le pth 
making il tougher than ever for ballasts to serve thei le wilimiate live 


But here is Prismoid, a louver-lens with holes! Vhe 
salesman said. Its oe rtainly a ste pun the rivht direction! 
Tha to breathing ¢ ballasts get ntilate 
vd the air be he ep la 
han ols 


PRISMOID 
RATELITE 
r-Lens 


THE EDWIN F. GUTH COMPANY «+ ST. LOUIS 3, MISSOURI 
TRUSTED NAME IN LIGHTING SINCE 


*T. M. Reg U.S. & 
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, BUSINESS INDEX for September 1957* 
NATIONAL PICTURE: 


1947 ~-49*100% 347-49=100% 


240 
220 
200 


160 


. 


140 


INVENTORY 120 


80 
60 
40 


INDEX % CHANGE 
Sept. 1957 Aug. 1957 Sept. 1956 Sept. 1955 Sept. 1954 1957 from 1956** 
Sales 172 159 165 165 132 | 
Inventory 145 142 154 139 128 — 


REGIONAL PICTURE: SALES INVENTORY 


(% Change) (% Change) 


From From 1957 From From 


Aug. 1957 Sept. 1956 from 1956 Aug. 1957 Sept. 1956 


NEW ENGLAND ies 10 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC + | 3 


of Census **°9 months 1957 from 9 month 1956 


*For electrical « aratus, supplies distributors. Source: Bureau 
. 4 ; official due to extreme variation of reperted data 


a: Census Bureau recommends these figures not be regarded as 
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Built-in COnNecto, 
Clamp. J Sf tighten 
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Or rigid ¢ Nduit 
No threa, 18 oF 


mings nNeede 


he rods 
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with the rods 


1957—ELECTRICAL WHOLESALING 


December, 


j 
« 
a 
§ 
‘ 
WEAVER, 
Compass 
\ Weathe, * "ar lower thon 
“ 
Cor Plete ling f € 
— 
ypes 
ver all need ? 
83 


WHOLESALE PRICE INDEX 


(1947-49 


100) Oct. 1957 Sept. 195 


|. Copper Wire, bare 128.0 128.0 
2. Building Wire, type RH-RW i'0.1 137.4 
lon-metallic Sheathed Cable 75.1 76.7 
4. Varnished Cambric Cable 153.8 153.8 
5. Flesible Cord type SJ 134.0 1340 


Lighting Panelboard. fuse type 132.3 132.3 

7. Light ng Panelboard. circuit breaker type 139.1 137.9 

8. Safety Switch 2 pole, type A, 250-volts 172.3 169.3 

by 9. Safety Switch, 3 pole, type C, 575 volts 180.7 180.7 
= 10. Air circuit breaker, 250 volts 179.7 179.7 
11. Power Panel fuse type 250 volts 143.5 143.5 

12. Power Pane! circuit breaker type 149.6 149.4 

13. Motor Control, ac 25-30 hp., 400-440 volts, combination starting switch 182.5 182.5 

14. Motor Control, a.c., 25-30 hp.. 220 volts 172.6 172.6 

5. Motor Control, a.c., 50 hp., 440 volts 199.0 199.0 

16. Motor Control, a.c., 75 hp., 440 volts 172.9 172.9 

17. Motor Control, dx 110 ho., 239 volts 191.4 191.4 

18. Renewable Cartridge Fuse, 250 volts 125.7 125.7 

19. Non- renewable Cart: dge Fuse, 600 volt 126.3 126.3 

1it.4 111.4 


20. P ig Fuse 125 volts. non-renewable 


Motor de 1/6 hp 115 volts 174.5 174.5 
72. Motor a. 1/4 ho 110-115 volts 114.1 114.1 
1104 110.4 


23. Motor ac 1/2 hp 220.240 volts 


274. Motor. ac polyphase, induction, 3 hp. open sleeve bearing 141.4 141.4 
5. Motor, a.c., polyphase, induction, 3 hp., ball bearing 140.1 140.1 
76. Motor ac polyphase induction, 10 hp open sleeve bearing 154.1 1546.8 
27. Motor, a.c,, polyphase, induction, 10 hp., ball bearing 153.6 157.2 
78 Motor d« 5 hp 189.8 189.8 


1184 117.9 


Fan. under 12 inches 
connected 164.8 164.8 


10. Fan propeller type 24-30 in. wheel diameter. direct 


| / 123.1 123.1 


Drill production ine in 

“s 32. Drill production line 1/2 in 122.2 122.2 
2 13. Saw, productior ine. 6B in 99 8 99.8 
| 196.9 1969 


34. Pliers, 6-in., long nose 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted 


Distribution 15 kva 143.4 143.4 


17. Distribution Transformer, 45-50 kva 


Transformer 


Dr Type Transformer 15 kva 
y 


Dry Cell Battery, flashlight, type D 189.1 189.1 
40. Dry Cell Battery, portable radio "B" pack 67'/) volts 146.3 146.3 
Dry Cell Battery, general purpose, No. 6 type I'/) volts 164.5 164.5 


42. Voltmeter, portable type, 3'/)-6'/) inches, 0-300 volts 197.9 197.9 
43. Ammeter, portable type, 4-6!/) inches 19 191.2 
44. Watt meter, for instrument transformer, 100-150 volts 176.) 181.3 


45 Toaster automatic pop-up 


46. lron, under 4 pounds 


47. ¢ ooking range standard site 104.4 104.4 
48. Washing Machine, non-automatic, wringer type 112.3 112.3 
49. Washing Machine, automatic 104.4 104.6 
50. lroner table model 119.7 119.7 
5!. lroner, portable model 113.8 113.8 
: 52. Vacuum Cleaner, upright 108.4 108.4 
53. Vacuum Cleaner, tank 99.5 99.5 
54 Refrigerator capacity 74.9.5 cubic feet and over 90.3 90.7 
55. Home Freezer Chest, 8-12.4 cubic teet 97.8 97.8 
56. Water Heater, 52 gall n tank, 230 volts a 96.2 96.2 


57. Radio. table model 97.5 97.5 
58. Hi-Fi Phonograph console 104.9 104.9 
59. Radio portable model 93.0 93.0 
60. Television, table model 70.6 70.6 

70.4 70.4 


61. Television. console model 
62. Radio-television phonograph combination 


changes are ncreases. Decreases are indicated by minus sign 


Change Oct 


1956 


185.0 
179.8 
160.5 


90.3 
95.5 


104.5 
111.3 
105.4 
119.7 
113.8 
108.5 
95.4 
98.8 
98.0 
101.1 


90.3 
99.9 
91.3 
68.7 
69.8 
17.4 
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Change 


o- OM — 
OC — Ww a 


wowod-@o 


1957 


0.0 172.8 ~25.9 wit 
~19.9 152.9 —28.0 
3 0.2 105.3 —28.7 
0.0 168.5 — 
0.0 148.8 —!0.0 
0.0 126.1 49 
0.9 136.1 2.2 
1.8 165.5 41 
0.0 169.0 69 ‘a 
0.0 175.5 et 
0.0 141.4 
0.0 145.1 
0.0 173.7 
0.9 163.5 
0.0 189.46 
0.0 164.4 
0.0 181.8 
0.0 126.0 
0.0 127.9 
0.0 111.4 
0.0 164.4 
0.0 105.4 
0.0 11.8 
0.0 141.4 
0.0 139.0 
2.3 155.0 
0.0 184.3 
‘a 29 04 114.8 3.1 
0.0 166.4 1.0 
0.0 123.1 0.0 
0.0 117.5 4.0 
0.0 103.1 3.2 3 
0.0 186.0 59 
f 
160.5 160.5 0.0 145.0 10.7 
: 00 140. 2.4 
3 ee 134.7 1347 0.0 131.5 24 
143.0 143.0 0.0 176.1 18.8 
0.0 149.3 26.7 
0.0 136.4 73 
: 0.0 152.3 8.0 
: 0.0 7.0 
0.0 63 
2.9 9.7 
96.2 96.2 0.C | 65 
98.3 98.3 0.0 2.9 
0.0 0.1 
0.0 0.9 
0.0 0.8 
0.0 0.0 
0.0 0.0 
0.0 0.1 
0.0 43 
0.1 8.46 
0.0 0.2 
0.0 49 
| 0.0 8.0 
0.0 5.0 
0.0 1.9 
0.0 28 
0.0 0.9 
ae 83.4 83.4 0.0 78 
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Your customers want an electrical system that actually contributes 
to higher production. Here's one that does—BullDog Industrial 
Trol-E-Duct"! It puts mobile power over assembly lines 

offers electrical flexibility that saves time and increases plant 
output. And when a customer needs to add new production units, 
he merely inserts a new trolley .. . without downtime or rewiring 


Industrial Trol-E-Duct is but one of many BullDog electrical 
distribution products which help you plan better power systems 
; add lustre to your reputation. From safety switches to Unit 
Substations, BullDog equipment consistently turns in the safe, 
efficient, production-boosting performance that earns new 
business ... more profits... for you KEPCO 
BullDog Electric Products Company, Detroit 32, Michigan + A Division of I-T-E Circuit 


Breaker Company + Export Division: 13 East 40th St., New York 16, N.Y. In Canada: 
BullDog Electric Products Co. (Canada), Limited, 80 Clayson Rd., Toronto 15, Ontario 


Smooth-rolling trolleys tap power from the duct can be 


added, removed or relocated in minutes without any downtime 


or rewiring. Duct is rated at | and 225 amps. Special 


curved sections can be ordered to fit any production line 


Your BullDog field engineer will be pleased to give you 
all the details on Industrial Trol-E-Duct and other BullD« g 
products Call hin You'll find his know-how very helpful 


in slannin new systems or modernizing existing systems, 


if it's NEW iF DIFFERENT weit’s is 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


A DIVISION OF I.T-E CIRCUIT BREAKER COMPANY 


| 
Roll power to the job—earn repeat business, more profits! Bim 
~ 


SYSTEM TREND iS 
TOWARD INTERLOCKED 
ARMOR CABLE 


Where the ruggedness of rigid conduit is not 


j essential, more and more Utility and Industrial 


4 Engineers are turning tolnterlocked Armor Cable 

j for power distribution circuits. This new cable 

oak aa can be installed at a much lower first and final 
ei j cost than conventional systems, both in new 
ie 4 circuits and in modernizing existing circuits 


- Easier, Faster to Install—Bends easily around 
corners and obstructions. Simplifies layout— 
—_— R long runs can be installed without splices or 


pull boxes 


racks or on hangers, the cable is accessible all 


4 along the line 


ee Easier to Tap, Replace, or Relocate—Laid in 


| 
Smaller Space Requirements—Normally re 


é quires about half as much space as cable and 


conduit 

~ 


Choice of Types—Triangle interlocked Armor 

co Cables are available with a choice of 3 insula 
~~ 4 tions, 3 armors—to match the requirements of 
the job 


> ef TRIANGLE CONDUIT & CABLE CO., INC. 


— New Brunswick, New Jersey 


1A.10 giving product 


ynd installation 


|. 
> 


SS | Write for Bulletin 
S 


7. ~<2. f <xy Buy Smart — Buy from Your Distributor 

g 
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Full Repowering for an 
Old Hotel Is Headache 


“Toughest type of electrical work’ 
describes the large-scale electrical 
modernization job which brought an 
old hotel in New York City “back to 
the first ranks in comfort, conven 
ience and service to the community.” 
| The refurbished Manhattan Hotel 
was formerly the Lincoln Hotel, built 
4)-years-too-soon for modern air con 
ditioning, lighting and distribution 
| The $1,000,000 electrical modern- 
| 


ization job called, first of all, for trac- 

ing the old electrical system (comph- 
cated by absence of plans of the old 
| building), breaking open walls to find 
| boxes, conduit runs, etc. Work could 
be initiated on only a basic plan, de- 
| tails had to be handled one-by-one 
| and the ultimate design and layout of 
| the system worked out as the job 
| progres 

Objective: Economy—-In laying out 
the new electrical system, maximum 
integration of existing equipment 


for economy—was a major objective 
Where possible—and consistent 
| with good design—existing conduit 


boxes, troughs and panelboard enclo 
sures were utilized. Riser conduits for 
lighting were refilled to 50% of occu 
pancy with feeders to new lighting 
panelboards 

Ihe building was converted from 
de to ac service, except for elevator 
drives and some pumps and blowers 

Many examples of “engineering 
imagination” were used by Eitingon & 
Schlossberg Associates, New York, 
consulting electrical engineers, and 
Davidson Electric Co Inc Brook 
lyn, contractor 
Significance te you: This project, the 
editor infers, is more than merely an 
interesting example of unusual work. 
It challenges well-entrenched industry 
opinion with its feasibility and econ- 
omy. It shows the value of evaluating 
each specific project in the light of 
present knowledge. 


Apartment Installs More 
Power for Appliances 


Electrical modernization of Dor 
chester Estates, Inc., a six-floor apart 
ment building in’ Brooklyn, N. Y 
| called for additional wiring Capacity 
|} to handle two new 20-amp_ kitchen 
| appliance circuits plus a ‘4-ton alr 
conditioner in each of SO apartments 

The electrical contractor, H. David 
son, of New York City, had to: (1) 
increase the service to the building 
from four No. 2 to eight 500-mcm 


conductors; (2) double the service 


entrance switching capacity from 400 


1957 


WHAT'S NEW WITH 
a 

TRIANGLE 
\ A di 

66 


YOUR CUSTOMERS 


These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers—electrical con- 
tractors and plant electrical men. 


io 800-amps; (3) install completely 
new metering equipment and apart 
ment feeder circuit breaker panel 
hoards; and (4) increase the risers to 


each apartment from two No. 14 to 


three No. 8, 120/208-v; making sure 
that apartment dwellers could still 
cook dinner, see to shave, etc. while 
rewiring Was gomng on 

The old 400-amp service switch 
still in good condition, was supple 


additional 400 
the old switch maintaining un 
the 


mented by an imp 
switch 
interrupted service to building 
during the rewiring 

Significance to you: In rewiring oc- 
cupied dwellings, the need for pro- 
grammed delivery schedules to main- 
tain uninterrupted service makes the 
wholesale distributor's stocking and 
delivery functions of prime impor- 
tance to the contractor, Sell them. 


Multi-purpose Building 
Gets Flexible Light Control 
More 100 


voltage remote control switches plus 


than individual low 


five 9-station master selector switches 


provide unique muliple and miaste! 
control of the shop and office lighting 
A110 


in Carus Chemical Co.'s new 65 


it two-story engineering maintenance 
Salle, Hl 

for low-voltage 
cells of 
Rigid conduit nipples con 


with 


building in I 
Raceway control 


circuits 18 pre-cast concrete 
lab floors 
nect lighting fixtures these cells 
and rigid conduit drops carry control 
witch boxes 
control all 


transtormers 


circuits to wall-mounted 
A total of 50 
lighting 


relays 
Small 
provide 24 volts for multi-control 


circuits 


Considerable saved by 


copper Was 
using and 3-conductor 24-v cables, 
plus 19-conductor cables from the 
master switches to relay boxes 


Biggest advantage is convenience to 
System, designed 
Peru Electric Co 


personnel and in 


stalled by provides 


a “path of light” at all times, all loca 
tions, with master control in central 
spot 


Significance to you: Watch for jobs 
where you could suggest similar appli- 
cation — laboratories, offices, stores, 
etc., new or modernized, 


December, 
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ALL TRIANGLE PRODUCTS 
LOCALLY FROM YOUR 
ELECTRICAL DISTRIBUTOR 


It's smart today to buy all your electrical 


needs 


wire, conduit, cable, switches, fit 


tings 


from your nearby distributor. One 


call shopping saves you time and money 


Your distributor's warehousing saves you ' 


countless cubic feet of valuable floor space 


and assures you of a constant flow of fresh 


materials as your schedules demand 


Your distributor gives you 


Fast delivery on one item or a hundred 


from one manufacturer, or from many 


Simplified bookkeeping _ one invoice, one 
statement, one account + 
Low inventory cost his stock is your in 
ventory control, gives you working capital \ 


Lower 


insurance rates less inventory 
means your flood, fire rates are lessened 


That's why dependable electrical manufac 


turers advise you to always buy from YOUR 
DISTRIBUTOR THE BEST FRIEND YOUR 
BUSINESS CAN HAVE! He's the one source 


for everything electrical 


and he's local 


TRIANGLE CONDUIT & CABLE CO 


New Brunsw 


INC. 


hed 
: 
ete 
7 
) 

j 
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Eight of the nine 30-years-plus veterans at Colonial Electric Co. 


are confident in the fact that 


Tradition Ils Their Trump Card 


OW important is tradition? Very 

miportant, think a number of 

employees at Philadelphia's Colo 
nial Electric Co., Inc. And, the peak 
from experience in cach case mor 
than years of tt 
e Long they have been 
sith Colonial almost trom its begin 
ning ) th ompan elebrated 
if anniversatr this past March) 
imal een i grow trom a small 
{O-employee firm 


C ountin President) Wilson 


he vas one of olontl foundes 
th ‘O-years-plus employes mine 
umber Among things the have in 


ommon pel in the 
ilue of long service 
Kussell Nice, outside salesman and 


recently-appointed assistant treasurer, 


puts it this wa Your ilue as bound 
vith Coin cannot 
stil You eith idvance or cu 

eA pericnes th reat teacher 


nad there ws just no other wa 


Sules Mianaver W. Williams find 


that Colonial ethicien is mecreased 
rvi Irom a consider 
ible number of mplover due to 
omplet personal ooperuhion I hie 
electrical wholesalin field 1 i on 
tuntly changing on he inal 
Colonial though wt ha oO much 


nee m the field never fails to 
keep uy sith new item 


Inside salesman Bob Schaetler 


the value of long-timers in the busi 
help but mmerease with 
idding that knowledve of the 
ina ustomer icquired 


throuvh long service invaluable 
The best example of Colonials blend 
inv new with old, he thinks, has been 


broadening of lines 


the compan 
Kstimator John Roney, who lik 


90 


ice stresses the importance of expert 
over any other single factor 


finds that pro often proportion 


te to personnel Ihe more person 
nel— skilled xperienced personnel 
ou have he ivVs the better ser 
VICE oure able to provick Also, ex 
perience enable ou to adjust to new 
rrocedure ouve vot a base to butld 
on 
myeromnag Mary Jacobs finds that 

lony rvice bas mnumerable advan 
One the most important 
h ay is the sense of appreciation 


one has tor the problems of growth 
encounters. [The value of 
long service means experience, which 
in turn means savings in time, money 
ind waste motion 

Colonial president Wilson vho's 


been in Wholesaling for SO of hi | 
al leels that long service is pre 
miu servic We dont want a turn 
‘ r une we have to have on he 
i ve find its much better, any 


vou look at lo keep 


rmnced emplo ec’ you ll 
have i lot of nographe rs 
leaving, but we compensate tor that 
keeping other employees on the 
hob for cul and years 
Keen Competition Wilson singles 
out Depression day at olonial’s 
most trying period but add wrvly 
that thing re till plenty roug th to 
lay —the competition's terrific. There's 


no resting on your laurels in) this 


he add 

Iheres a lot of new blood and 
rdeas in the industry now it's incred 
thle how many changes there’ve been 


but we dont have any trouble keep 
ng up with them. Tradition, you might 
ay. as our trump card oncludes 


Wilson 
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is in 
| as 4/0! Made in 


pond. 
Bureau of Mines 
specifications of the 
been awarded ap 


the Cana. 
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DUND WIRES cabled into the 
ren Spaces between insulated conduc- 
tors result in a with the 
a same o. a Type W cable of 
: JACKET is by a registered 
professional: to contain 
: not less than 67.32% Neaprene. 
is affixed to 
BE 
a name, type, size, number of con- 
rated 
tified T. 
sizes 
: SALES OFFICES IN ALL PRINCIPAL CITIES 
LOCAL AND 3 CENTRAL SERVI: 
CENTERS THROUGHOUT THE 
COUNTRY... OVERNIGHT SERVICE 
America’s fastest growing 
= 


\ CABLE With 


ground wires and 
67; 32% 


NEOPRENE 
jacket 
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CONNECTORS and COUPLINGS) 


UL approved fit- 
tings are available 
nan even gqreoter size 
range For safe, quick 
installations that are UL 
as Concrete-Tight 
that cannot rust or corrode 
conduit—always specify ETP 


@ Pre-set and staked screws. 
No backing out to insert 
conduit. 


@ One-piece solid tubular 
steel—heavily plated finish. 


@ Pre-sized for uniformity of 
fittings. 


@ Self-centering flat bead 
shoulders. 


0 AVAILAB 
” 1” & SIZES 


ELECTRIC TUBE PRODUCTS 
74-16 Grand Avenue 
Maspeth (N.Y.C.), N. Y. 
DEfender 5-8000 


CONNECT FOR ECONOMY 


4 
Ui file Card #824788 
P 


RETE A 


UL) 


CHUCKLE OF THE MONTH 


“Super-condensed catalog—Hah! He'll try anything to get in to see me!” 


‘58 Capital Spending Down 


Continued from page 81 


(trucking excepted) plans a small in 
Communications spending is 


predicted, most companies plan to 
maintain or increase expenditures on 
research and development in 1958 


Most frequent reports of increases are 


in paper, electrical, chemical and rub 


erease 
still at a high level ber industries. These industries in 
e Commercial Market Glides—— Ihe tend strong capital spending, based on 
large companies accounting for the research, after 1959 
bulk of commercial construction re e Conclusion—It may be interest- 
duced their expenditures sharply in ing to see how these Department of 
1957 and plan some further reduction Economics predictions line up with 
next year. Small trade and = service electrical wholesalers’ estimates of 
establishments also cut back sharply their potential sales to various seg- 
in 1957; probably will not be off as ments of industry next year. Watch for 
much in 1958. But there is no sign the annual “Outlook and Review” fea- 
of when expenditures for this group ture section coming in EW for Janu- 
will start up again ary 1958, reporting industry and 
e R & D a Spur—As previously editorial predictions. 
PLANS FOR CAPITAL SPENDING 
(Millions of Dollars) 
1957-1958 
1956 1957 1958 Percent 
INDUSTRY Actual* Estimated* Planned Change 
All Manufacturing $12,787 $13,904 $11,614 16°, 
Petroleum Industry (1) 5,531 5,962 6,038 }- | 
Mining 443 460 375 18 
Railroads 1,231 1,457 1,064 27 
Other Transportation & 

Communications 4,229 4,530 4,575 3 
Electric & Gas Utilities (2) 4,895 6,254 6,441 + 3 
Commercial 8,236 6,955 6,885 | 

7 


ALL BUSINESS 


$36,641 $38,633 
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$36,059 
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“py ort 


nal 


When you stock Rome's im- 
proved Type SE Service Entrance 
Cable, you ha ea vel itile cable that 
nend tor » OF 


in either wet or dry location \ 


Ou can recom 


custome! ire le 
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Easy storage. \\ ||| 


National advertising support... 
‘ 1] en backed 


1) Se 


ROME CABLE 


'F O N 


— 
| 
"8 With p of 
Wes 
This is one of many Rome ad mw Because it has an outer cove 7 eh 
ustomer ire seeing in import rit cles wut incl tiitit 
trical magazine nou Phese ad hia cotton mi, th SE. cal Cull revular ad tational trade maga 
vour sales effort } int he installed direct] n the outside of 
your customers about mew building thout conduit protects le t! particular cable and 
Pype SE Service Entrance Cable rh Cable ‘ ‘ ‘ en you 
} this bales thee ‘ ‘ 
to ‘ ition t} it etty tee te ¢ 
ICKY BNC WER NO Ceverioration poration, Rome, New York 
ibove illustrated ad. they car ive 
to 15 on the cost of Hi-amp service Baers 
lor new how mg moderniz t ol 


“ 


with Porcelain Products WIREHOLDERS 


quality package 


\ 


popular standaid 


size 
1984 
steel bail remforced 
assembly 
“Sem float” aetion 
were 


steel bail reinforced 
screw 


Packaged to sell Yet inside i qual 
ity product that reflects over 60 year 


of expenence and product reliability 


Porcelain Product wireholder ire 


built to pace-setting standards that 


issure long installation—uninterrupt 


ed service customer satisfaction 


The name PORCELAIN PRO 


PS today i for generation i 


ibyword for qualit de 
Write today —for a complete 


italog of electrieal porcelain pro 


ELECTRICAL PORCELAIN SINCE 184894 


A Case of ‘’Multiple-itis”’ 


Continued trom poge 8&2 


sould conform more clasely to the 
flow of payment to the distributor 
from his customer, would put this 
matier on a Common sense procedure 
which would benefit both the manu 
facturer and distributor 
e Pricing Structures — “Roughly 
these constitute a range of from 5% 
to 20° and from this point on, you 
take it from there. The discounts on 
the lower end of the scale usually 
ipply to items that years ago were 
not regarded as distributor items such 
is high voltage cables and so-called 
pe tals 
[Through the years, complexion of 
ales potential of the distributor on 
these items has been constantly chang 
ne to the point where many distrib- 
ulo mivht choose to stock this 
merchandise if the reward were ade 
quate. Let the distributor see what he 
can do, given the proper incentive 
e Manufacturers’ Warehouses — 
Ihere are generally conceded to be 
ewht or nine logical pom of distri 
redistribution in the coun 


but.on o 
try. No one can quarrel with anyone 
enjoying the economic advantages of 
load shipments to such points of 
redistribution which naturally carries 
sith it the necessity of a warehous 
ing operation, nor can anyone qua! 
rel with their competitors who possibly 
do not require such a warehouse for 
this purpose, but for the purpose of 
maintaining their position stock-wise 
in a given market 
Beyond the confines of the above 


circumstances a competitive rat 
race is created which could be re 
garded as economic suicide It 
hurts the manufacturer It like 


wise hurts most, the type of whole 
iler who should not be hurt—-namely 
the full-functioning distributor who 
has his money tnvested in a_ broad 
range of wire and cables that are re 
quired to serve his market Long 
range economic common sense there- 
fore recommends that a manufac- 
turer, in his own best interests, con- 
fine his duplicating warehouse stocks 
to strategic redistribution points.” 

e Conclusion— "To conclude, I am 
ure that none of you are running 


mills as you did 25 years ago 


yoru 
As a corollary, | am proposing 
to you that as a challenge to some 
bald thinking on the part of all of 
you, that you review some of the 
string saving practices and _ policies 
that were conceived 25 years ago or 
more, and apply surgery to this plague 
of what I have termed multiple-itis 
ind cut through the tangle that could 


result econom strangulation of 
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ALL HE'S CHECKING IS WHAT'S ON THE REELS 
NOT THE REELS THEMSELVES 


ple 


There’s no need to keep track of these 
one-way reels... they’re non-returnable 


Now available in all bldg. wire through 500 MCM, Triplex SD, and line wire 


Dennett 


Eliminates bookkeeping costs. 


tlhe ¢ 


Saves storage space. \\ 


or cable tip 


the eel or throw it 


ROME CABLE 


thle reel is lighter 
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NEMA Convention 


the first and only 


GROUNDING __ Speakers Pound on 


Fair margins are basic 


to research, expansion. 
¢ lwist- OL. "Electromation" is price 
of progress. 


Farm market needs push. 
swine, 19 AMP. 125 VOLT ATLANTIC CITY—The electrical 


manufacturing industry must receive 
Here is the “Twist-Lock” equivalent fair prices for its products” and 
of the 5262 Line of produce “a satisfactory profit” if it 
is to meet today’s “demanding re- 
Straight Blade Grounding Devices. 6 


quirements” and realize its remarkable 


future potential 

That is what Mark W. Cresap, Jr., 5 
executive vice president of Westing- 
house Electric Corp. told members of 
the National Electrical Manufacturers 
Assn. on the opening day of NEMA’s / 
41st annual meeting, held Nov. 11-15 

Cresap went on to explain his view 


cat. No. 4730 that presently neither prices nor profits 
were adequate or in accord with the 
Connector Body 


economic “facts of life.” 
e Profits Decline A very clear 
warning is signalled,” Cresap declared, 


by a 25% decline in return on stock 


holders’ equity in the industry over 


the past five years 
In analyzing why profits in the 


electrical equipment industry have 
steadily declined in contrast to steel 
and autos, Cresap stated: “The prin 
cipal answer becomes evident when 


the trend of price realization of the 


three industries is examined 


Thus, during the five-year period 


the steel industry received 9% more 


A COMPLETE NEW LINE... 


NON-INTERCHANGEABLE 


WITH REGULAR "“TWIST-LOCK" 


price relief than did the electrical 


ELBOW-SHAPED 
GROUNDING 
SLOT. 


equipment industry,” he pointed out, 
and home appliances which compete 


with automobiles for consumer pur 


chasing power, declined 2% while 


automobiles increased 13% 


In a 22 industry classification by 
the Dept. of Commerce, the electrical 
equipment industry ranked third in 
rate of return in 1951, but declined 
io eighth in 1956, Cresap emphasized 


These new 4700 Series Grounded "Twist-Lock"’ units are polarized 
to prevent interchange with regular 125-volt "'Twist-Lock” devices. 
An elbow-shaped grounding slot prevents insertion of regular 
“Twist-Lock" caps, accepting 4700 Series caps only. With 4700 
Series "Twist-Lock" units there is absolutely no danger of plugging 


2 
into a 3-phase circuit by accident. e Poses Threat A continuation of 
Write today, for this development poses two inescap F 
complete information, able threats to our industry,” he 


declared 
WIRING DEVICE These involve electrical manufac- 
WAREHOUSE LOCATIONS . 
turers’ ability: (1) itinue the 
ASSURE NATIONWIDE heir 


STOCK AVAILABILITY |} research and development tradition; 
| ind (2) to accumulate and attract 
Bridgeport 2, Connecticut tunds for physical expansion and 


mprovemen 

1 INC. 37 South Sangamon Street In regard to the first, Cresap stated 
" Los Angeles 12, Californie | significantly that in the electrical in- 
: 103 North Santa Fe Avenue | dustry research and development 
San Francisco, California programs “cost three times as much 

1675 Hudson Avenue 
Dallas 7, Texas 

: 1111 Dragon Street in industry as a whole 
prPT oO BRIDGEPORT 2, CONNECTICUT He also pointed out that “during 


in relationship to sales volume,” as 
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Profits, Progress 


the past five years, the industry's re 
tained earnings plus depreciation have 
failed to equal capital expenditures 
by a considerable amount 

e Fair Profits—Thus, he summar 
ized, “We cannot assure the long-term 
health of our industry unless we re 
ceive fair prices for our products 
prices which permit reasonable prot 
its ’ and he concluded that the 
stress on reasonable price levels was 
not intended as solely self-serving but 
us indication of the industry's reali 
zation of its importance to national 
defense, to other industries, to con 
sumers and employees, present and 
future 

e “Power Up” Potential—American 
factories must “power up before they 
can automate operations enough to 
produce the flood of goods demanded 
in the future by a rapidly growing 
population 

This forecast was made to the 
NEMA meeting by A. C. Monteith 
vice president——apparatus products 
Westinghouse Electric Corp 

He further told the members that 

ve have a job to do today before we 
can do much about the blue sky of 
tomorrow What good are all 
these dreams of electromation (auto 
mation) and increased output if the 
very energy that is going to make all 
this possible can’t even get in the 
front door? 

He cited a recent survey of 550 
important industrial plants showing 
that “everyone had inadequate main 
transformer capacity for the loads 
needed based on 10-year growth. 52° 
had low incoming voltage. 85% had 
inadequate main breaker capacity 
94% had no automatic load ratio 
control. 89% had no main sub-station 
bus protection. 94% had no 277-\ 
lighting.” 

e “190-million  Disatisfied Ameri- 
cans”—After speaking of the 22 
million additional Americans who will 
S. population ranks by 1965 
and the production efficiency industry 


swell | 


must attain to supply their needs and 
wants, Montieth declared We must 
alert American business management 
to this situation (inadequate electrical 
power) otherwise those big markets 
we're talking about mean nothing 
Even many of us in the electrical 
business, I suspect, fail to realize the 
full impact of what it's going to mean 
when we really start to step up our 
man-output through the use of more 


electrical energy 
He challenged the NEMA members 


tO ac cept the 


mantle of leadership 


(Continued on page 98) 
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A COMPLETE NEW LINE 


—_ for GROUNDING purposes only! 


WIRE 
15 ame. 125 


4700 


J-wire, 125 volt 
A COMPLETE 


NEW LINE... 
NON-INTERCHANGEABLE 
with REGULAR 


“TWIST-LOCK” UNITS FOR APPLICATIONS 


that require 
POSITIVE GROUNDING 
plus 
POSITIVE LOCKING 


GREEN HEXAGONAL 
GROUNDING SCREW. Swine, 125 volt 
4730 


Connector 


1500 


ALL UNITS 
IN DISTINCTIVE 
BROWN COLOR. 


Elbow-shaped grounding 
slot prevents insertion of 
regutar ‘‘Twist-Leck’’ 
caps. Accepts 4700 Series 
Caps only 


153) “tagit*® 


4723 


1500 53! 


i 
625 
643 i 
3-wire i. 3.wire 3-wire 
125 volt 125 volt 125 volt 
Rubber Cap Bakelite Cap Armored Cap “) 


write for new bulletin. 


FIRST...and still the FINEST! 


Sold only 
through 
authorized 
electrical 
distributors. 


QUALITY 


WIRING DEVICES 


ARB 
/ 
/ 
/ 
4 
my 
625 
— 
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Advertisements Like This Appearing in Leading Industrial Magazines 
Are Heiping Acme Electric Dealers Make More Sales 


ct ANY SPEED 


YOU NEED FROM YOUR 


DRILL PRESS 


MOTOR SHAFT SPEEDS FROM 
1 RPM TO 1750 RPM PLUS 


This was a standard drill press equipped with step-toe transmission and a constant 
speed motor. Its operation was limited to a few set speeds, seldom entirely 
satisfactory for the variety of work it was called upon to perform 


Then a Rev O Trol with proper motor replaced the step-toe transmission and AC 
motor, Now the motor speed can be controlled, on a simple dial, from | RPM to 
above 1750 RPM rated shaft speed Exactly the right speed and rated torque for 
the job and the tool is always available 


THIS NEW CONTROL ; 
GIVES NEW PRODUCTION — = 

LIFE TO MANY SHOP TOOLS 


4 
Rev O Trol converts 230 volt AC to direct current and 
provides full range speed control, with 100% torque ; 
available at all speeds from standstill to full motor , 43 
speed rating and above Such speed flexibility gives é 
many advantages in production Write tor Bulletin 
R 313 
6712 WATER STREET CUBA, NEW YORK 


Manutacturers of 


() 
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NEMA CONVENTION 


Continued from page 97 


e Farm Market At a meeting ol 
NI M \ Ss I ifm ind Rural Market 
Development committee and repre 


sentatiy of the Edison Electr In 
stitute, held in conjunction with the 
convention, the two group greed to 
om tor i! flort to give elec 
trically operated micultural produc 


juipment much-needed shot 


I rim 

e Pioneers Honored NEMA_ tooh 
time out trom it onvention on Novy 
14 to honor th of it member 
ompany execulty vho have served 


the electrical madustry for a halt 


century 


Those honored with 50-year certifi 
it presented | retiring NEMA 
president A \ Berard Victo 
Despard president, Pa 
Sevmour, In S icuse, Dan 
wl JI. OC onor harman (emeritus) 
hormica C ory Cincinnati and 
Edward Sixtu vice president 
Federal Pacifi Flectric Co Sun 
Francisco 
e New Officers W. Vo O'Brien. vi 
dent and reneral manager Ap 
paratus Sale di Gseneral Flectri 
Co elected president of the 
issociation, succeeding Berard, presi 


dent of Ward | onard Electr Co 


chuck J ( Sharp president ind 
general manavet Hotpornt Co Chi 
cugzo \ DD R Fraser president 
Rome Cable Cory Rome N. Y 
Prank H. Roby, vice president-sak 
Square D Co Detrouw: J. Single 


ton VICE president-industries group 
Allis-Chalmers Mtge. Co... Milwaukee 


ind No J. MacDonald, president, The 


lhomas & Betts Co Elizabeth, No J 

Nex president, Landers 
Frary & Clark, New Britain. Conn 
is the new NEMA treasurer 
e MeGraw Award Alvin No Gs 
development engineer, Western FI 
Baltimore, Md... received the 
Manufactures Medal ot the James 
H Me Ciraw Award tor Electrical 
Men at the yeneral membership 
luncheon on Nov. 13 

Caray i 45-year veteran at Western 
Electr received the award tor ck 
velopment of a process for extruding 
rubber tor insulatine wu 

Ihe presentation was made b \ 


fh. Metz, chairman, The Okonite Co 
Passa N J i 
NEMA 

(Ihe Wire & Cable section of NEMA 
met concurrently with the association. 
Heading the list of speakers was 
George Albiez, president of the Na- 
tional Association of Electrical Dis- 
tributors. Excerpts from his address 
begin on page 8&2 of this issue.) 


past president of 
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SEWA Slates Speakers } ® 

For Meeting Jan. 29-31 . on 
ATLANTA—The eighth nnual 

industry meeting ot Southeastern POLYETHYLENE TAPE 

Electrical Wholesalers Assn Inc. will 

take place Jan. 29-31 at the Biltmore 


Hotel here 
A feature address at the two-day 


meeting, titled “Sales Training: Man AN 
power Development tor Electrical 

Wholesalers,” will be delivered by | PORTER SINGLE-PAK Dror 
P. Pleasants, Sylvania Electric Prod (% in. x 66 1) 


ts Inc Salem, Mass 


Invitations also have been acce pres 


K-STIK 


POLYETHYLENE 
/ “ELECTRICAL TAPE 


the following to speak it the 
meeting 

Frank R. Widmer, of the comm 
cial research div Republic Steel 
( orp Cleveland; Chark H Porter 
vice president Anaconda Wire & 

4 (able Co New York 

George D. Hynes, vice president 
Gseneral Cable Corp New York 
Carl S. Menger, vice president, Ur 
angle Condutt & Cable Co New 
Brunswick, N. J 

M.L. Tice, executive vice presidest 


of SEWA states that 
stations indicate the Januar event 
will be the best attended since SEWA 


he it 


yan mectings 


Lighting Exposition Lists 
150 Exhibits, Expects More e e e 

Siw yore F@Mains flexible in cold weather 
hibits already scheduled the burst 
National Lighting Exposition planned 
for the New York Coliseum next Now you can offer your customers a fine plastic tape that 


March should be the largest of it will save money for them and make money for you 
kind ever staged by the lighting in Porter Quik-Stik Polyethylene l ape! 
dustry, show president Harold Meyer 


predicts @ It's one of the most outstanding electrical tapes on che 


Ihe tour day event will be open market today' As a one wrap primary in ulation. its dielecern 


to the electrical, building and design strength is more than 10,000 volts 

trade trom March 9 to | It pon 

ored by Lighting, Lamps and Flectr @ New Porter Quik-Suk Polyethylene Tape has outstanding 

cal Manufacturers Salesmen Assn resistance to acids, alkalis, oil olvents, fungus, bactera 
In addition to manutacturer afi and pases 

play im sone lehtin tevo! 

exhibit will dramatize the history of a It has high abrasion resistance and remains flexible from 

lighting: and a seri ot ( mpo 10°F to +200°F' In addinon, uw has low moisture tran 

m nabling hehting madusts pen ple mission and high corona resistance. It won't corrode tain 

to exchange ideas, are being arranged oF Support galvanic acuon' 


& It can be used for all type of undergre ind or overhead 


wiring. It is ideal for electronic, aircraft, automotive and 


LETTERS 


Continued from page 6 fac tory WiITithy 


@ Get the whole profit picture. Call your Quaker repre 


concerns and to institutior who res j p | 
sentative toda about ew orte (ul 
PORTER 
crnment department lo dealer JOB-PAK HK. Porter ompany In 
sell lectrical roduct onl to y 
in. Quaker Rubber Division, Philadelphia 24, Pa., ov 
those who procure them for resale u 12 rolls) 


with 


ompliane 


city and State la 


Thu policy iw dt iaved prominent! 
all ales counter of Tristate 
Llectrical Supply Co branches > 
Baltimore, Cumberland and Hayers- K. I ORTER MPANY, INC 
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HERE LIES 


A GIANT 
SHORT- CIRCUIT 


(212.000 AMPERES, 500 VOLTS, 60 CYCLES) 


AGE ‘.00084 SECOND 


CYCLE ) 


SLAIN BY LITTLE 400 AMPERE AMPITRAP” 


» 400 AMPERE AMP 


THE SUPER-CURRENT SLAYER 


to kill giant Short-Circuit 
Amp-trap can do it. Amp-trap wall limit 
hort-circuit currents 
vent them from developing full magnetic or thermal destruc 
Amp-trap and it capacities and 


amazing current limiter now 
up to 100,000 Amperes 


clion on short-circuit currents 


destruction it protects your investment by 


Trade Mark Registered 


THE CHASE-SHAWMUT co. 


NEWBURYPORT, MASSACHUSETTS 


373 MERRIMAC STREET 
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e As we go to press, word is received 
of the sudden death of D. A. “Dave” 
Smith, vice president of Graham-Rey- 
nolds Electric Co., Los Angeles. 

Mr. Smith, one of the West Coast’s 
most colorful distributors, died Nov. 
20. Details of his career will appear 
next month. 


Congressman Asks House to 
‘Investigate Wholesaling’ 


WASHINGTON, D. ¢ Shortly 
betore the President's small business 
conference, held in September, Rep 


Frank C. Osmers, Jr., (R., N. J.), pro 
posed that the House investigate 
wholesaling, 1. take a look at this 
little-known but most important be 
hind-the-scene roup of businessmen 
and workers 

Congressman Osmer’s termed them 
i group which has been making in 
creasingly important contnbutions to 
our economic growth. They have, in 
return for this outstanding service, 
been treated like the proverbial red 
headed stepchild 
e Financial Feats—-Wholesalers, the 
congressman declared, perform such 
financial feats as credit extension and 
wurchousing “on margins that 
would be considered ridiculous by any 
other segment of the economy 

He praised other functions of 
wholesalers such is offering a 
streamlined supply line,” and con 
solidated purchasing 

Why, then, tf wholesalers perform 


such vital services,’ Osmers asked, “do 
some of us still regard them as un 
productive parasites? Perhaps he in 


dicated, because wholesalers have gen 
erally stinted on public relations 
Who knows? Even their suppliers 
and customers may not truly un 
derstand the wholesalers’ contribution 


to our economy Osmers declared 


3M-Plymouth Suit Ends 
As Court Denies Appeal 


(ANTON, MASS The S 
Court of Appeals for the Fourth Cu 
cuit in Richmond, Va., has denied a 
petition of Minnesota Mining & Mtg 
(Co. tor a re-hearing of its plastic tape 


patent infringement case against Ply 


mouth Rubber Co., Inc 
A motion to reopen the case was 


ilso denied 

The period allowed tor filing a new 
appeal to the Supreme Court expired 
apparently without a new filing by 3M 
according to Plymouth Rubber 
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VA 
SHAW TRAP 600 V VA 
Wh 
ate 
pre 
tive 
arrangement rind out about tl 
It is an entirely new form of 4 
limiting a 
RMS. or 200,000 
Anp-trap anticipates 
chminating the need for replacement. Write for Bulletin 514 
There is no obligation 
Est. 1893 
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CALENDAR OF EVENTS Low bay ‘ 


Southeastern Electrical Wholesalers 
Assn. 
Fighth Annual Industry Day 
Meeting 
Biltmore Hotel 
Atlanta, Gra 


January 29-31 


~ 


North Central Electrical League 
9th Biennial Upper Midwest Elec 
trical Trade Exposition, Con 


vention 

Leamington Hotel & Municipal 
Aud 

Minneapolis, Minn 


February 


National Electrical Week 


February 9-15 
ARI ERI, IARI. IBEW 
NARDA NAED NECA 


NEMA, NISA 


National Wiring Bureau 
14th Annual Wiring Promotion 
onterence 
Statler Hote! 
Detroit, Mich 


February 20-21 


lirst National Lighting Exposition 
New York Coliseum 
New York, 
March 9-12 


© 


Intermountain Electric Assn. 


Annual Meeting 
New House with Abolite uplight fixtures 


Salt Lake City, Utah 


Improve lighting, reduce eye tatigue 


March 15 
Only a small amount of light (18°)) is directed upward through 
National Association of Electrical the open top of Abolite uphght fixtures, but it makes a big difference 
Distributors in both high ba ind low bay installations Dark ceiling shadow 
SOth Anniversary Convention are washed awa there no sharp contrast of bright light against 
black background. Eve fatigue is reduced yorker ire more 


Civic Auditorium 
San Francisco, C altt 


eficrent. Air circulation through the open top fixture weeps the 


cone 056° reflectin urfaces clean, keeps maintenance at a minimum 
Meetines. address ward There are three Abolite uplight unit and 24 diam Alzab 
fixtures for use with 400 and 1000 watt mercury lamps, 18 Alzab 
conte nee booth fixture for OO watt incandescent hamyp bor full detail write 
Aholite Lightu on, The Jones Metal Products Co., West 
Lake Michigan Club Lafayette, O| 
Annual Meeting 
tote! 
(be nch Lick Ind ; INSTALLATION DATA 
Meeting volt, entertainment want 
National Electrical Mfrs. Assn. ° 
nd Annual Meeting 
Iraymore Hotel 
Atlantic City, N. J 


Nove 


mber 10-14 


National biectrical Contractors Assn. 
Adolphus Hotel 
Dalla 
November 4 
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“Mounting brackets 


This is one of the many reasons why 
Clark-American service 
the choice of progressive elec 
contractors like Thomas 
of the London Road 
Cleveland, Ohio 


entrance equip 
ment 1s 
trical wiring 
A. Haines 
Electric ¢ 


owner 
mmpany 
this feature, and 
the ample wiring space 
veniently located 


knockouts in every 


Taking advantage of 
many con 
and easily removed 


Clark-American 


panel, Mr. Haines has been able to cut 
his installation time substantially on 
house wiring jobs 

Dependable, trouble and service free 
Clark-American utility service equip 


ment can be selected from models and 


sizes to meet any commercial or domes 


tic electric load requirement. Trim, 
compact units for service up to 200 
amperes are available with adequate 
plug fuse circuits and cartridge pull 


outs to meet the requirements of the 


ill-electric he 


trie 


modern 


American 


on Clark-American 
flush-type Service Entrance equipment 
cut our installation time over 30%" 


“Just position against a stud, drive two nails, 
and the box is mounted with front surface 
accurately placed to be flush with finished plaster.” 


FEATURES INCLUDE: 


@ Baked-on grey enamel finish 

@ One-piece trim and door 

@ Cover easily removed 

@ Plenty of knockouts, conveniently located 

@ Knockouts easily removed 

@ Generous wiring space 

@ Slotted upper mounting holes 

@ Plated solderless connectors suitable for 
copper or aluminum wire 

@ Wire binding screws on plug fuse terminals 


@ Non-interchangeable pullouts 


@ Wiring diagram inside door 


Write for your free copy of 
the CLARK-AMERICAN 
“Product Selector’ —32-page 
book with complete catalog & 
plus application and 
installation data 


Everything Under Control 1146 East 152nd Street Cleveland 10, Ohio 
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PEOPLE IN THE NEWS 


P. HOWARD FARLEY 


Ana- 


manager 


t tor ove 


re rte nec 


Arnold Jensen is manager-market 


ing tor General Electric Co.'s Conduit 


Products dept. He succeeds R. B. EI- 
mendorf who dicd last August. Jensen 
has been with the GE Construction 
Materials div ince 1935 except for 
{ S. Navy Air Arm service 

Thomas Fifer branch manager 
al W Cleveland succeeding 


John G. Lee, branch manager at 
fre ne Calit Fifer Was 


apel 


now 


sales man 


men at Johnson 
Electric Co., Cincinnati, are E. C. 
Hoebell, who will contractors 
in northern Kentucky; John J. Weine- 
and 


Ihre new ile 
service 


wuth, quotations and expediting; 


Sam Rardin, major «ppliances 


S. F. Davies is marketing director 
general products divisions, for West- 
inghouse Electric Corp. Named to 
similar posts are L. H. Loufek, ap 
paratus products, and R. M. Wilson, 
defense divisiot 

kK. Allen Lea has been appointed 
ales manager, Lighting div., of Thom- 
as Industries, Inc., Louisville. The 
former midwestern sales manager was 
named assistant sales manager in Jan 
ual 

Harry Van Arsdale, Jr., business 
manager of Local 3 of the IBEW, with 
headquarters in New York City, was 
chosen president of the Central Trades 
ind Labor Council of Greater New 
York 

C. Mekew Parr, author and his 
torian, recently returned to his home 
in Chester, N. J. from a research trip 


to Spain and Portugal. His adventures 
included an important historical “dis 
covVve;ry n Spain i major cultural 
meeting in Lisbon, and a hurricane on 
the voyage hom« 
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OBITUARIES 


Gerard Swope 
Gerard Swope, former president of 
the General Electric Co., died Nov 
‘0 at the age of &4. Although retired 
he kept office hours until a few da 
before he died Swope first worked 
for GE in Chicago during the sum 


mer of I893 between his second and 
third years at Massachusetts Institut 
of Technology where he obtained a 


degree in electrical eneineering Hy 
spent his early career with Western 
I lectric 


during his 20 years of service. He 


to vice president 


served with distinction on the Army 
general staff during World War I. He 
Was tapped for the presidency ot 
International General Electric Co. in 
1919, and in 1922 he became presi 
dent of GE. Under his direction the 


company entered an era of great ex 


pansion in appliance manufacture 
ind merchandising. He retired in 1939 a 


after I&® years as president, but re 


turned to the post temporarily during 
World War Il. He was elected honor 
ary president of GE in 1944. Swop 

was NEMA’s first president. His sery New lightweight 
ices to his industry and to society 


were legion, and his honors well hydraulic pipe and conduit bender 


deserved 


Arthur J. Abbott, Jr. 


Arthur J Abbot, Jr $7. sales rhe 
manager and a director of Butlalo bi 4 
Electric Co Butlalo N y died ‘ ‘ pene 
Nov. 10 after a long illness he aM ara wit 


CABLE PULLER 


HAND BENDERS 
BOOKLETS & REPRINTS FOR TUBING 


“Federal Labor Laws and Agencies: 
A Layman’s Guide”—Bulletin No 
123 (revised) ts updated to 1957, give 
gnificant information in 119 page 

Government Printing Office, Washing 
ton 25, D. ¢ 


> BORING TOOLS 
“Tax Burden in Relation to National 
Income and Product”’—This recent 


IH 


————— 


bey iv tudy 1 of interest to iny . . 
ene concerned with overall effect 
of taxation. Tax Foundation, In () 


Rocketeller Plaza, New York, N. ¥ 


“American Standard Practice for Pro- 
tective Lighting’ —Contains defini 


tions, principles of protective lighting = 


hehting pecification recommenda KNOCKOUT PUNCHES AND 


tions of equipment ind method table HYDRAULIC PUNCH DRIVER GREENLEE 


howing typical application of pro 
tective lighting. Valuable aid to sal 
men selling to industri municipal 
cs Revised from 1942 tandard 
1YS6 


is 
opyv trom American Standards Assn 


GREENLEE TOOL CO., 1852 COLUMBIA AVENUE, ROCKFORD, 
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Rifle Sight Connector NEW PRODUCTS 


Heat Radiating Fins Continued from page 9 


Built-on Wrench offers two new heavy duty receptacles 


vith double-wipe ontacts. Avatlable 
with plaster ears (No. 978) or without 
(No. 977) All unit ire UL listed 
CSA and RI \ approved 


Beam yignt 


Hainle 


Stop 


Vertical Aiming Scale Entrance Fitting 
Gedney Electric Co 1250 Avenu 
of the {enerica Ni York ) 


Lens Ring 


New “Griptite entrance fittings are 
aid to reduce cost of installation for 


electricans and contractor. Construc 
tion permits conduit to be slipped into 
vithout threading. Only a screw 


Heavy Gouge fitting 
<« Aluminum Reflector driver 18 needed to tighten the inner 


hoe on conduit or tube. Fittings are 


Thermal Shock and 
Impact Resistant Lens 


malleable iron, hot dipped ralvanized 


in sizes trom in to in 


Spring Latches 
Asbestos Gasket 


Stainless Steel Hinge 


NEW “SERIES 4000” SPORTS ano INDUSTRIAL 
FLOODLIGHTS HAVE ALL THE FEATURES YOU WANT! 


You can pay more, but you 
can’t buy better floodlights! 


Steber floodlights meet any and all job requirements! 
They provide efficient, economical high intensity illumi- 
nation for sports areas of all kinds, parking lots, protec- 


tive and working light for industrial plants, railroad ’ ee 
yards and construction jobs. Substation Luminaire 
Holophane Co Tine ‘42 Madison 
Steber floodlights are easier to install, easier to wire, ' New York 17. N.} 
easier to aim. Exclusive ANODAL processing gives the — 
ntirely new uminair or hting 
heavy gauge aluminum reflector a smooth, glass-hard, hes one 
ageless finish inside and out. You get higher efficiency, prismatic refractor formed of ther 
mally stable Endural glass, sealed to 


easier maintenance, better looking installations. 


hottom reflector and lop covel both 
of spun aluminum. Advantages claim 
Steber ''Series 4000"' ed itt ibsence ol yl high utiliza 
Floodiights meet NEMA Speci- Write for new ire tion of light output, low ory nance 
cost Cun ol yht be; 
fications FL 6-210 for general pur- Sieber "Series justin 
W icit 0) amps 
pose enclosed floodlights 300 to 4000" literature — ' 
1500 watts and 400 watt mer- today. Lay in Troffers 


Meriden. Conn 


Versaline-GRID recessed trotler line 


, UW. STEBER Yeed just introduced offers 100 possible 
ighting for combinations based on three sizes 
enht modern shielding closures, and 


ious lighting levels. Entire lehting 


STEBER MANUFACTURING CO. «+ Dept. 71, Broadview, Illinois 
installation for store, office, school o1 
STEBER MFG. CO. OF CALIFORNIA, Inc STEBER-WOODHOUSE, LTD public building can be planned from 
242 Se. Anderson St., Los Angeles 33, Calif. 33 Ingram Drive, Toronto, Canada ein most 
suitable for each area, maker empha 


SOLD THROUGH LEADING DISTRIBUTORS 
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sizes. Designed especially for use in 
exposed furring and Acousti-Lin« 
ceilings trotters ire shallow fit 
plenums only 8-in deep. Fixtures can 
be moved to conform to partition 
changes Sizes available are 
*x4-ft and 2x2-ft 


Commercial Fixture 
Plaines, Hil 


atalina” fixtures in 4- of ft units 
an be installed in continuous lines 
fo give appearance of one continuous 
hxture with unbroken lines compli 
menting modern architectural style 
leatured is the fact that there are no 
visible metal frames or braces the 
full length of the fixture. Extruded 
polystyrene Plastic sick panels are 
chemically fused to new 45x45-de 
plastic louver forming one unit. Pix 
ture has 95 upward light component 
when suspended: also available with 
Lop reflector lor urlace mounting 
Widths for two or four lamp 


High-bay Fixture 
Fluorescent Fixture 
S? Shaw Rad 
Calif 


All-Brite PCs fluore 

Power-Crroove lamp 

new concept low ) high-t 
industrial lighting. Transs hield 
ing of I5-deg provides glare protec 
tion, side panel reflectors and center 
ee-reflector are curved 0 highest 
uuhization of illumination, socket 
Sign permits any ctor preset po 
tion trom vertical to 40-deg. Fixture 
delivers 20% upward livht L] 
proved fixture is produced 

lamp 9%6-in model tor 


Csroove lamps 
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NOW .. APPROVED FOR USE ON LINES OF 


PACIFIC GAS AND ELECTRIC CO. 
_ 100- 200 AMP. MANUAL CIRCUIT 


CLOSING DEVICE 


For 120 240 Volts, 3 wire phase 
non-residential services controlled 
by entrance switches or breakers 


rated up to 200 amperes 


So Cal ‘sur ground” raintight con 
duit hubs are designed for easy 
installation in shop or field where 
they can be inserted in conduit 
knock-out without special dies or 


tools 


RAINTIGHT GUTTER 
FOR GANGING MORE THAN TWO 
100 AMP. MANUAL CIRCUIT CLOSING 
METER SOCKETS TOGETHER. 


Includes connectors for mounting meter can to 


bottom of gutter. All hubs needed in top of gutter 


CONNECTOR FOR should be ordered separately 
MOUNTING CANS * 
TO GUTTER 


LIVE BETTER Electrically 


“Core™ 


MANUFACTURED BY ALWALT MFG. CO Sold Through 


CIRCLE A-W PRODUCTS 
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2 CROSSWISE grinding | 
a source of tip breakag 


thw 


grain running leng 
blade, gives you perf 


{ 


Dept. A, Orchard Park, 


In Canada—Charles 


6 Alcina Ave 


Toronto 


shows perfect rectangle of ACELITE Tip, insuring grip in screw | 
shows ‘‘dubbed-off”’ result of ordinary grinding, which 
tends to lift tip out of screw under turning pressure 


grinding method 


fil in the screw slot 


J BLADE prec 


Chrome Vanadium Elec 


tr Furnace Stee 
XCELITE, INCORPORATED 


W. Pointon, Ltd 


MORE XCELITE SCREWDRIVERS! 


3 size eatly marked on han 
die. Easier to select the correct 
se easier to reorder. Number 


on handle is catalog number 


is al 
4 HANDLE 's of gen 
th uine XCELITE plas 
tic. Full man-size 
Comfortably -shaped 


grip and balance 


FLANGE oF 
5 blade, next to 


of blade in handle 


Stantly expand 
orged of SAE 61% 
details and prices 
MCELITE Tools! 


N.Y. 


Ont 


GENERAL PURPOSE 
PORCELAIN 
ENAMELED STEEL 


7 


BpEPENDABLE 
FLOODLIGHTS 


ALWAYS 


WRITE FOR 
CATALOG TODAY 


OPEN ANGLE TYPE 
STEEL PORCELAIN 
ENAMELED 


ALL ALUMINUM 


6 EMBEDDED enc of 
blade (winged de 
Sign) prevents turning 


Are you getting your share of the con 
ng volume of profitable 
MCELITE business? Write us teday for 
You'll always mere 


General-purpose Wire 
hlectri Co Wire & 


Conn 


General 


Cahle dept., Bridgeport 


Iype RHH wires insulated with silt 
cone rubber and having an asbestos 
braid are called the first to be UI 
listed = for general-purpose wiring 
Available in sizes from #14 through 
Aweg, the siiicone-insulated 
RHH wires are rated 600-v, 9O ¢ 
Silicone insulation’s added resistance 
to heat, company states, auapts wires 


lighting installations in 


heat-problem areas 


to power! and 


Framing Material 


Acme Steel Co., 135th St. & Perry 
( 27 Ill 
Dexion lotted inwlhe all-purpose 
framing material | designed as a 


elf-measuring material with a pattern 


of slots and hole repeated at precise 


in intervals. Contractors and main 
tenance men can save both material 
and labor, company claims, in form 
ing framework and supports for con 
duit able vitchgear and controls 
Material ts measured and cut in one 
operation vith pe tal cutter Frame 
work ompleted by bolting cut 
sections together; and instruments are 
easily bolted to panel. Material ts 
LOO re-usable and galvanized finish 


POWERCRAFT 


SPOOL INSULATOR 


CABLE SUPPORTS 


e 5 different 
styles are 
available for 
prompt ship 
ment, in single 
or multi-con 
ductor units 
of flat or tri- 
angular configuration, for any type 
of mounting, and cable diameters 
up to G including 3”. Top clamps 
of non-ferrous metal assure cool 


operation 


e Other Powercraft products: 
Indoor G outdoor type disconnect- 
ing switches G bus support, bus 
clamps, power connectors, and pipe 
frame fittings for 114” 1.P.S. pipe 
Send for 
POWERCRAFT CORPORATION 
2215 De Kalb Street, St. Louis 4, Mo 


Phone PRospect 6-4532 
Since 1932 


new catalog. 
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MISS 
ANY 
LAST 
MINUTE 
JOBS! 


UNION ships 
Sockets 
and Streamers 


“WHOLESALERS 
EVERYWHERE 


UNION INSULATING C0. 


PARKERSBURG, WEST VIRGINIA 
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on cold-rolled steel resists adver 
atmospheric condition, maker states 
Made in 10- and 12-ft lengths, slotted 
angle is available in 10-length pac 


ages, complete with nuts and bolts 
| 


Bender 
National Electric Products 
CG,ateway Center Pittshureh, Pa 


PJIO0O latest addition to Pow 
Jack” line of portable “Redege” Bet 
field benders. It is designed to bend 
:-in rigid steel conduit, as well as 
l-in electrical metallic tubing. In addi 
tion to a special two position, foot 
treadle booster step other features 
include an integral back pusher and 


a satety collar 


Wire Lubricant 
Rome Cable Corp Rory ) 


A new extra-low friction coating will 
replace the standard paraffin coating 
on all of company s Lype IW build 
ing Wire machine tool wire and 
hlexall Company clamms 
covered with new lubricant c: 
pulled through conduit with less than 
half force usually needed. New coat 
inv IS called dependable ind 
permane nt 


Anchor Setting Tool 
Arro Expansion Bolt Co., Mar 
Ohio 


Expander” hammerless anchor setting 
tool is termed ideal for setting an 
chors in concrete block, cinder block 
tile, etc where holes extend cleat 
through masonry or where fragile por 
ton vill not withstand hammes 

of reyvular setting pun h 
ellent tos expanding i eri 
hors to a uniform depth, make 


lool come SEZ throu 


Plier 
Mathias Klein & Son 
ormick Road ( hica 


hear cutting oblique plier 
ong. She ult 
blade v ott or extren 
hard Black hn repla 
thus plier never harpening 
tated 


Cord-Clamp 
Gilco Products 
Conn 


Cord-C lamp designed to hold « 

tension ord terminals together fit 
all a ord ind terminals. What 
contractor maintenance mat 
wouldnt be gla end annoying 
power stop when extension 


terminal ull ipart, maker a k 


orp 
\ 
\ 


QUIET SWITCH 


seconds to wire 


One-Hand Split-Second 
Wire Release Without 
Special Tools 


THE SLATER 


witch installs 2 


600 


faster than 

types. That mean 
‘atented side 
ready to 


minute 


terminal 
profit! ] 
straight, clean, 


Crow 


more release 


leaves wire 


rowire 


ASK YOUR WHOLESALER POR SLATER 
OR WHITE THE PLANT FOR DETAILS ON 
IHE SLATER 2600 QUIET SWITCH 


* PAI 2. 795,6 


/ater 


Lifetime Wiring Devices 


SEA CLIFF AVENUE * GLEN COVE, NEW YORK 
ORIOLE 6-1100 


push-wire 


FILMS AVAILABLE 


“The New Type W Oil Circuit Re- 
closer”—Improved distribution 

tem relabilit ind conductor protec 
tion is the theme of this 16-mm, 2% 
min sound and color film prepared | 


erating personnel with 


recloser Dy K vle 


acquaint of 


features of Lype W 


Products dept. Contact Line Material 
Industrie McGraw-Edison Co., Mil 
vaukee |, Wi 

“Wired for the Future”’—In five min 
utes, this film demonstrates how multi 
outlet systems facilitate full house 
powell Beamed to the housewitls it 
overs non-residential wiring problem 

low Available on loan of il ost 


Wiremold Co Hartlord 


from the 


Conn 


“Crossroads: Main Street and 
Minimum Wage"—lilm  dramatizs 
probable effect of wu ind hour 
legislation on small busine also high 
propo al ol Major extention 
bills awaiting action by Congre in 
1958. It ws termed the first documen 
tar film by the Chamber dealing 
vith a specific Congressional tssuc 
film is 16-mm, 23-min, black and 
white with sound. bor rent trom 
Chamber of Commerce division ol 


fices 


MORE PEOPLE 
++ MORE SALES 


TODAY'S HEAVY TRAFFIC 
WASHROOMS DEMAND 


Automatic 


Sani-Dri and it 


Seruicing! 
Demonstrate sells itself in 
ming new dryer market for 
Is, hospitals public 
Automatic drying saves mainte 
ALL towel costs. More ex 
more profits 


today's box 


schor hotels, buildings 
terminals 
nance aves 


clusive sales features 


NEW DECORATOR COLOR STYLING 


rcelain enamel 
to match decorative schemes 


WRITE TODAY FOR NEW 
BROCHURE AND 
PROFITABLE SALES PLAN 


In lifetime pe 


the 


\ Mid. & Guaranteed by 
THE CHICAGO HARDWARE 
FOUNDRY CO. 
Dependable Since 1897 
NO. CHICAGO, ILL 


61127 Commonwealth Ave 
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Latrobe 
Llectrical 


Products 


“Latrobe” Floor Boxes and Wir- 
ing Specialties are designed for 
quick, easy installation and su- 
perior performance. Stripped of 
frills and complex assembly, 
“Latrobe” Products do their job 
smoothly and economically. 


Two Gang Adjustable 
Floor Box 


Adjustable 
square bodies 


Boxes come in single-round or 
Also in square type Single 
Gang. Two Gang, Three Gang and Four Gang 
Boxes. All adjustable now bonded 
which makes them fire 


boxes are 


proof 


Non-Adjustable 
Floor Box 
Represents the last word 
design, neat 
fewest num 


in unique 
appearance 


ber of parts, and least 
amount of labor to in 
stall 


Insulator Supports 
Malleable iron clamps of 
high tensile strength. Four 
sizes to fit all standard 


porcelain or glass insula 


tors 


Sold Only Thru Wholesalers 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes Cover Plates 
Junction Boxes Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 


Write for new catalog 


Sales Representatives in all principal cities. 


Me ufacturing Co. Co. 


JEFFERSON STREET 
LATROBE. PA. 
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NEW PRODUCTS YOU CAN USE 


Lift Truck Mast 
Yale Materials Handli 


& Towne Mie. Ci, Philadel SYNTHETIC COVERED LIQUID TIGHT 


ng with lift tru 

opel ilk j 

tabilit make 

ompan cl tri ina 

Ich the le ist offered i 4 ™ 

000- and Type U-20B 


Black Cover 


Pallet Turntable | . Type U-20G 
orp., Syracuse Gray Cover 
urntabl 
n economic solution to hand pallet 
ving operation It simplifies and ac Now available in 1000-foot non-returnable reels in the 3 
celerat hand operation by unttorm! 


itionine the pall and 4%” conduit sizes 


building untorm lable 
Offers greater convenience in serving your odd lo 


Storage on Wheels and reduces off end accumulations 
Mohile Racks, In 19H Ask for Distributor Catalog EPB-3 


Vew York 


m wheel 
nd to 


room nad ling reu 


ibinet hell unit 


2107 South Kedzie Ave Chicago 23, Illinoi- 


CIRCLOC 
interlocked armor 
power cable 


OR quick, easy, economical) 

Available in expansion ¢ 

No. 6 AWG to 750 MCM power feeders, specify Cire! 
Copper Conductors Armor Cable, Install 
up to 15,000 voits without conduit on simple sup- 
Varnished Cambric or os" oye ns easily around 
Steel, Aluminum or for mechanical protection 

Bronze Armor against damage. 


NEW WIRING 

CALCULATOR — FREES 
Send today for this nandy, useful 
wiring ald. Gives conduit sizes, 


amperage capacities, and 
motor running data. 


— WIRE & CABLE 
idiar 
WRITE FOR | RC L Pa: 
RATIC 


CATALOG PLANTS: Maspeth and Hicksville, W. ¥. SALES OFFICES: In all principal cities 


Dept (EH-12) 5500 Maspeth Avenue, Maspeth, N.Y. 
KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 
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EMERGENCY 
GENERATOR 


elected by men who 


know POWER! 


ec BUN DING 
VANCOUVER BC 


ORTABLE 
POWER PLANTS 


TO 109 


NEW P-L WEATHERPROOF ALUMINUM 


:2-GANG MULTI-USE 
>BOXES 


= 


WATCH THOSE 
PROFITS ROLL IN 


when you stock Perfect Line's new LT-11 Series 
2Gang Weatherproof Multi Purpose Boxes 
SAVES TIME! comes with 3, 4 of 5')' 
or 4°" tapped holes for fast, easy wiring 
SAVES MONEY! replaces al least three 
ordinary outlel boxes, cuts down wiring, in 
creases efficiency. SAVES LABOR! weighs 
one third the weight of cast iron—lighter, easier 
lo \\andle 


FEATURES Rugged Cast Aluminum Construction 

Takes all standord weatherpreel devices and lamp 

holder plotes + Serves os Junction Box when ‘fitted 

with blank cover and gasket * 3, 4 of $ Holes in 
or ine + May be had with Grounding Lug 

ond Screw—specity 16 only 49/16 

045/80 «© Complete with 2 Aluminum Plugs 
UL Approved 


FOR FURTHER INFORMATION AND PRICES WRITE 


Compact 


Why 


ik = 


Hi 


i 


New/ 


Yes Selected by mer 
Ow power, this Kato 
300 KW Standby Gen 
guard over 
electrical operations of the 


light 


erator stand 


beautiful, mew, 21 story 
BC. ELECTRIC BUILD 
ING in Vancouver, B.C 
This Katolight Standby 
Unit provide ound as 
jrance that all vital 
electrical equipment 
will continue to over 


ite without interrup 


tior Spite of normal power 

failure. Never a shut-down of 

levator heating, refrigeration com 

municati lights and other electrical 
ent when power blackouts strike 


KATOLIGHT STANDBY PLANTS IN SIZES 
Kw UP TO 400 KW ON REQUEST 


/ 
Were 
[datotignt CORPORATION 


Box 891-92 Mankato, Minnesota 


Two New Minerallac Quality Products 
Designed for Jobs Too Heavy for 
Standard Jiffy Clips 


MINERALLAC 


Heavy Duty a0 Medium 
FY CLIPS 


PERFECToUN 


MANUFACTURINCHCORP 


Also 
available 
without 
mounting 
hole for 

use with gun 


THIS INVERTED RIB 


DOES THE JOB 


Made of heavier materials! Has exclusive 
inverted rib, that provides more strength at 
and, of course, adds 


‘Snap On” feature! 


the bend of clip 
the benefits of famous 
Steel for Thin Wall 


Hot Dipped Gal 
Can be 


in Stock in Zinc Plated 
or Rigid Conduit up to 6 
vanized may be obtained on order 
ubstituted for matieable clips 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 
MINERALLAC ELECTRIC COMPANY 
25 North Peoria St Chicago 7, Ill 


MINERALLAC 
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SALES AIDS 


Products Co., New 
solderless terminal display unit 
popular 


Vaco Chicago 
Lynn 


includes assortment of 10 


numbers packed 100 to box with self 
pricing tabs, demonstration bolt-cut- 
ting crimping tool, supply of give 
way folders, 9x12-in card with sam 
ples, data. For use on wall or counter 
Stewart Industries, Ine., Indianapolis 

Kitchen-Aire hood display mounts 
three hoods in | than 20x36-in of 
floor space. Hoods are attached to 
existing screw hol remain salable 
at full price. Sales story and choice 


of finishes are featured 


Thor Power Tool Co., Chicago 
Counter display has metal base 
1442x28-in and 30-in high metal 
framed peghoard backwall. Five tools 
an be shown demonstrated Free 
tool order 

Sylvania Electric Products Ine., Sa 
lem Ma New t8-Starter Retail 
Pak assortment of fluorescent lamp 
Starters plays five most-wanted 
starters. Pop-up top aids identifica 
tron honeycomb box makes selec 
tion easy, flat irton simplifies in 
ventory torape 


CONDUIT 


® ELBOWS Large Radius, 
Standard Radius, EMT 


PIPE NIPPLES 
COUPLINGS 
RUNNING THREAD PIPE 
WALL PLATES * GOOSENECKS 


Write for Catalog 


PITTSBURGH 12, PA 


1455 Spring Gorden Ave 


1957 


qatolight 
—_ 
| 
| 
| 
| 
be | 
| 
a 
| 
CTANDBY 
CONTINUOUC 
| oF LABELS 
= 
@ ONDUIT FG. CO 
110 


BOOK REVIEWS 


How to Develop Salesmen 
Kenneth B. Haas 


McGraw-Hill Book Co., Inc 

New York, N. Y. 

How to develop the sales stafl of a 
mall or medium-sized company into 
a top-tier selling organization this 
hook’s burden. Written in Main 
Streel style by an experienced sales 
mun, educator and sales executive 
304 pages 


Materials Handling Equipment 
D. Oliphant Haynes 

Chilton Co., Inc. 

Philadelphia, Pa. 


Ihe complete story of machines and 
stems vhat they do and how they 
do it-—1s well organized and made 


doubly helpful by illustrations 


636 pages 


Engineering Electronics 
John D. Ryder 


McGraw-Hill Book Co., Inc 

New York, N. Y. 

Provides a broad, fundamental cov 
erage of the non-radio areas of elec 
tronics; also elementary electronics 
for those who may suddenly need 
such knowledge ‘long with worked 


exercises and problems 


666 pages 


Bog, 


FLU X 


FOR 
SOLDERING-BRAZING 
WELDING 


L. B. Allen Co., Inc. 


9301 W. Berenice 
SCHILLER PARK, ILL 
Metropolitan Chicago 


WHEM YOU WANT 


From Chicago 
delivery on 


PVC BUS-DROP CABLE 


you can get immediate 


which ws ne of the many constructions 
arried in our Chicago Warehouse stock 

Als all types of Power, Control, Light 
ng and Communication Cable 

Let us supply your wire requirements 


UNIVERSAL WIRE & CABLE CO 
2915 N. Paulina 13, 


Branches in Houston, Los Angeles 
and San Francisco 


Chicago 


December, 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNI TIES 


UNDISPLAYED RATES DISPLAYED 
$1.50 per tine minimum lines. To figure ad ’ 
vance payment count average words as a ling 
Box numbers 
Position Wanted ads 
Discount of 10 Ay ' 
Send NEW ADS or Inquiries to Classified Adv f ELECTRICAL WHOLESALING 
P.O. Box New York 36, N. Y., for January ue ng D mt ith | 
fluore manufacture located 
theast Atlant eaboa ea requires high 
SELLING OPPORTUNITIES OFFERED vidual tivitie it 
Sales man Electrical Kinghamton N.Y aren 4 
ell mie ‘ hhoard et to t A backg essentia 
or part Expe emf esirable, but 
n. RW-6620, Electrical Wh ‘ elated expe back 
POSITION WANTED market ye betw 0 
t i where 
Sales Manager Available—Do you need a youny at Excel 
‘ hane { 
P.6370 Electrical Wholesaling 
a! Ady. Div, PO B N.Y NY 
& if 
nanuf ha | = 
Wr 
REPRESENTATIVE WANTE 
SELLING OPPORTUNITIES WANTED 
FOR COMPLETE LINE OF QUALITY CONDUIT 
Distributer-Utility products wanted Able ag FITTINGS TERRITORIES OF EN MASS ni 
Key f emire me NW vi MAINE TEXAS OKLAHOMA 
et f het AHKANSA whitt Givi OETAILA 
RW-6624 Elec. Wholesaling 
Seeking additional lines, Elect. Supplies A Ap 
parn t M 
REPRESENTATIVES WANTED 
bile wt BY MANUFA RER 
Manufacturer Representative with warehouse we 
RW.6507 ELECTRICAL WHOLESALING 
Ady. Dw P 0 8 NY. 36, NY 


WANT ORDERS? 


have the acceptance and following to deo 
volume business for you. Metropolitan New York 
City ond Northern New Jersey 
CONSTRUCTION MATERIAL ONLY desisod 
RA 6634 Electrical Wholesaling 
Ole Ady Div, Bow 17, 


FOR ADDITIONAL INFORMATION 


Contact The McGraw-Hill Office Nearest You 


ATLANTA LOS ANGELES 
Rhodes Ww 6th St 

W Alnut ANTLES 


NEW YORK ‘ 


BOSTON West 4 


wk Squa 
Ubbara 


WARTH OBENOUR 


CHICAGO uo COSTER 
Michigan Ay 
MOhawk 4. PHILADELPHIA 
W HIGGING th & Sansom 
CINCINNATI Hittenhouse 
EDSBALI 
Beye 
4 ROZARTH 
ROBERTS PITTSBURGH 
CLEVELAND Oliver Bidg 
Hanna Bldg ATiant 
SU per Mn W SULLIVAN 
WwW SULLIVAN 
DALLAS 
Ad Continental Bldg 
Olive 
st 
jE Merson 54867 
G eR HOLLAND 
SAN FRANCISCO 4 
Bidg 68 Post 
W Oodware DOugias 2-44 
GRANT ALCORN 


Estat 

. 

Amole 
520 


ELECTRICAL 


CIRCLE-AIR 


80.6297 
Michigan 


MFG. REP 


A 


for ELEC. HEATING EQUIP 


SUPPL 


Ele 


Brooklyn 16 


WANTED TO 


ely 


Electrical 
Awe 


INDUSTRIES 


Y SALESMAN 
biiehe ar 
wit? 
w 


BUY 


Whole 
Chicago 


salting 


ge 
= 
: 
| 
| 
| 
4 
| 
| 
| 
| 
| 
’ 
| 
| 
ant 
4 
4 
facturer of duit fitting 
ale wil art ange 
w it Electrica af 
Cla Ady Div O thee 
— — — 
om 
: 
Wholtesate Electrical Distributing Be 
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TWO GOODWILL WINNERS 
mprinted with your advertising 


YOUR MOST DEPENDABLE SOURCE ADVERTIS 
OF BOXES & FITTINGS... Abel J Metal 


Products Co., The 

Acme Electric Corp. 9% 
2 Adam Eleetrie Frank iz, 33 

Advance Transformer Co, $1 


All-Steel Equipment Ine. 25 
Preferred by more contractors today, because American Brass Co., The Ameri- 


can Metal Hose Branch 5 


ARROLET's products answer modern installa- 
tion problems, saving time and costs Clark Controller Co, 102 
— American Steel & Wire Div. of 
HANDY BOX with U.S. Steel Corp. 28, 29 
MOUNTING BRACKET eee Wire & Cable Co. 61 
ppleton Electric Co. Second Cover 
deep Made with Arrolet) Corp. 112 
new type angle bracket 
for quick, accurate 
Blackburn Corp., Jasper 70 
Cot. No. H8-10-BA Blackhawk Industries 18 
Bryant Electric Co., The 65 
ROUND BOX BullDog Electric Products Co. 27, 87 
Burndy Corp. 21 
deep. —With or Bussmann Mig. Co. bFourth Cover 
without stud for use in 
ceiling of wall construc 
tion where very shallow 
Carol Cable Co.. A Div. of the 


box is needed, 


Crescent Co., Ine. 19 
Cat. Me. 11-8 Champion Lamp Work« 7 
NON-GANGABLE Chase-Shawmut Co., The 100 
SWITCH BOX Chicago Hardware Foundry Co.. 
The 10% 
1'/," deep.— For thin wall Cirele Products Co. ¢ Alwalt 
or concrete block con Mfg.) 105 
struction. Available with 
Circle Wire & Cable a Subsidiary 
samelale Mey be neiled of Cerro de Paseo Corp. 109 
on er can be hed with (lark Controller Co. 102 
several types of brackets Cat. No. 200 Columbia Cable & Eleetrie Corp. 5 
Conduit Nipple Mig. Co., Div. of 
ARROVAL Pittsburgh Nipple Works, Ine. 110 
FITTINGS Conduit’ Pipe Products Co. 2% 
Oval type, threaded, for Crescent Insulated Wire & Cable 
standard rigid conduit Co. 22 
%” and 1” Ine. 72 


Covers and gaskets avail 
able in various sizes and 


\ 
ypes Diamond Wire & Cable Co, 26 
Dossert Mig. Corp. 


ARROLET products are available 
in an unlimited number of combi 


nations, types, sizes and wiring ca- 


| General Eleetrie Co. 


pacities to fit any job spec ification heonomy Fuse & Mig. fo. j 
Co... Ine. 79 
When you have an installation hlectric Tube Products 92 
problem not covered by our stand- 
ard line, our engineers will design 
| 1s to ye 9ecification 
special units to your sf Mmcanons, Fallman Mig. Co. 108 
Write for Our New Catalog. } 
Gedney Eleet. Co, 75 
General Cable Corp. 14 


ERS’ INDEX 


Katolight Corp. 
Killark Electric Mig. Co. 
Krueger & Mudepohl, Ine. 


Midwest Electric Mig. Co. 
Minerallae Electric Co. 
Multi Flee. Mig. Ine. 


National Electric Products 
Okhonite Co. The 


Paranite Wire & Cable Div. 
Wire Corp. 

Perfect-Line Mig. Corp. 
Phelps Dodge Copper Prod. Corp. 
Piymouth Rubber Co., Ine. 

Phird Cover, 33, 34, 35, 
Porcelain Products, Ine. 
Powereraft’ Corp. 


[nstrument Corp. 


Quaker Rubber Div.. kh. 


Revere Eleetrie Mig. Co. 
Ridge Pool ( The 


Rome Cable Corp. 9%, 
Roval Electric Corp. 16, 


Slater Eleetric & Mig. Co... Ine. 
Sola Eleectrie Co, 

sorgel Electric Co. 

Square D Co. 

Steber Mig. Co. 


Sylvania Electric Prod. Ine. 


Phomas & Betts The 


Triangle Conduit & Cable Co., 
Ine. BR, 

Union Insulating Co, 

Lniversal Metal Hose Co. 

Universal Wire & Cable Co. 

Versen Co. hurt 

Weaver J. A. 

Western Los. Wire Co. 90, 


Whitney Blake Co. 
Wiegand Co., Edwin L. 


Apparatus Sales Div. 1, 82 
| Lamp Dis. 38 Xcelite, Ine. 
Greenlee Tool Co, 103 
Guth Co. The kdwin BS 
MONTGOMERY Youngstown Sheet & Tube Co.. 
PENNA 
Tne. Tarves 96, 97 
Sales Representatives & *Worehouse Stocks 
BALTIMORE, MD. * CHARLOTTE, WLC. * *CHICAGO, CLASSIFIED ADVERTISING 
*CINCINNATH, OHIO DENVER, COLO.* | Cirenit Breaker Co. “4 Besinane 
LOS ANGELES, CALIF. © “MIAMI, FLA. * NEW | ELLING OPPORTUNITI! 
ORLEANS, LA * NEW YORK, NY. * NEWTON CENTRE, ) PMENT 
MASS. * *PHILADELPHIA, PA. * ROCHESTER, WY ! 
Jones Metal Products Co., The iol 
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CANTON, 


“PLYMOUTH RUBBER COMPANY, mc. 
PLYMOUTH RUBBER COMPANY, 


found in all the best splices... 


together! 


Also available in 10-roll dispensers 


PLYMOUTH RUBBER COMPANY, INC. 


Quality Since 1896 
CANTON, MASSACHUSETTS 
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Ideas that will help you sell 


Probably every salesman has at times felt he 


needed new ideas or angles to close a sale. He 


realized he didn’t have enough of the right kind 
of information at hand to properly handle the sales 


interview. 


Should this ever happen to you in regard to 
Fusetron dual-element fuses, there are two ways 


in which you can get real help. 


First, there is the BUSS Fuseman in your terri 
tory. He is always glad to pitch in and help you 
close a hard-to-make sale, Then, too, he Is always 
being fed new information from the factory that he 
can pass along to you. By all means call on him 
when you want information about FUSETRON o1 


BUSS fuses. 


When you need quick action 


Sometimes you haven't time to wait for the BUSS 
Fuseman. Then simply turn to the Bulletin on 


Fusetron fuses that you carry in your binder. 


This bulletin shows how Fusetron fuses are made 
and it does a lot more —-it SHOWS THE BENE 
FITS THE LSER GETS by replacing ordinary 


fuses with Fusetron fuses, 


It is a briefed up sales presentation, It answers 
the kind of questions that come up in a sales in 
terview. It tells of the many kinds of protection 
that Fusetron fuses give —many of which were not 


heretofore available. 


Whenever the question of electrical protection 
comes up, remember this bulletin. In most cases it 
will give you all the material you need to make a 
sale. Even dimensions and other such ordering 
information are included this complete sales 
bulletin 


Maybe you had better check your binder now. 
See that yout copy of the Fusetron bulletin is in 
good condition. If you need a new copy, see the 
BUSS Fuseman or ask your Sales Manager. Ask 
for Fusetron fuse bulletin FCS. Don’t take a chance 
on losing a sale because you haven't the latest in 


formation with you. 


ANOTHER Bussmann Mtg. Division, McGraw-Edison Company, St Louis 7, Mo 


OUTSTANDING 
DEVELOPMENT 
BY THE MAKERS OF 


BUSS FUSES FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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